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Ours we say because it’s true. The American College of Life Under- 
writers is more surely the college of the whole insurance business 
than any other school of learning in the world. 


And it is a College in which we all take great pride. Its Chartered 
Life Underwriter graduates know how wisely its curriculum is chosen. 
They feel, and rightly so, a new sense of sureness in their professional 
status. They know that the College publications offer avenues of 
improvement to everyone who wants to be a better life underwriter. 


This center of life insurance knowledge today fills an increasingly 
important function. For as our economic world gets more complex, 
as life insurance demonstrates an ever greater ability to fill a variety 
of human needs, we look to the College for guidance. 


The College helps all of us to discover and apply the ways to make 
life insurance serve people better. Because of that, it will always have 
more students than it knows. 
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fluegelman Would 
Have Council Help 
formulate Reports 


New NALU Chief Plans to 
Let National Body Meet 
Day Before Committees 


A major change in the handling of 
committee reports at the National A 
of Life Underwriters meetings so as to 
get the national council in on the for- 
mulation of the reports before they 
are finally crystallized was advanced by 
David B. Fluegelman, Northwestern 
Mutual, New York City, in his inaugural 
address as N.A.L.U.’s new president at 
the fellowship luncheon which con- 
cluded the Atlantic City convention. 

This change would involve putting the 
national council meeting the day be- 
fore the committee meetings rather than 
the day after, as has been customary. 
Under the present system the national 
council gets the reports after they have 
been adopted by the respective commit- 
tees and approved by the trustees and 
there is little the national council can 
do in the way of contributing ideas. 


Want Members’ Thinking 


“The committees and the board of 
trustees want the thinking of the mem- 
bers,” said Mr. Fluegelman. “The only 
way we can have a vigorous, energetic 
and virile association is to get the think- 
ing of the members, the men on the 
national council. What I propose as an 
experiment for the next year is that we 
hold the national council meeting first, 
at which the original printed reports 
will be discussed.” 

The committees at their meetings the 


ssn. 


following day would have the benefit 
of the council’s suggestions. Follow- 


ing adoption by the committees the re- 
ports would go to the trustees for ap- 
proval. This plan, Mr. Fluegelman 
pointed out, would encourage discussion 
where it could be most productive and 
would eliminate the relegation of the 
national council’s discussion to matters 
that had already been concluded. Mr. 
Fluegelman conceded that what he was 
proposing was “rather revolutionary” 

and would depend on whether his board 
would go along with it. 

Another point in Mr. Fluegelman’s 
10-point agenda for the year was _ his 
plan to have trusteees visit local asso- 
ciations on a systematic basis so that in 
the next five years all associations 
would have received one such visit. Mr. 
Fluegelman expressed particular con- 
cern about the smaller associations and 
outlined a plan for making it possible 
for trustees to combine visits to large 
and small associations in a given ter- 
ritory to make the most efficient use of 
time. 

Other agenda points were: 
_3. Continue to push for the revi- 
sion of section 213, the expense limita- 
tion of the New York insurance law. 
Mr. Fluegelman called this the most im- 
portant project for the association. 

+. Continue to stand firm against the 
expansion beyond reasonable limits of 
Mass coverage and promote vigorously 
the work of the new N.A.L .U. com- 
mittee on group insurance that is meet- 
ing with similar committees from the 
companies to consider the possible de- 
velopment of suitable legislation. 

5. Formation of a joint committee of 





XUM 
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August Sales Up 9%; 
Eight-Month Gain 
Set at 8% Over ‘51 


Life purchases in the U. S. in August 
were up 9% over August of last year, 
according to L.I.A.M.A, 

The August total was $2,319,000,000, 
compared with $2,135,000,000 for the 
same month of last year. 

Ordinary totaled $1,571,000,000, a gain 
of 7%: industrial life amounted to $442 
million, a 4% rise, and new group 
reached $306 million, an increase of 25%. 

Total purchases for the first eight 
months were $19,429,000,000, a gain of 
8% over the first eight months of 1951. 
Ordinary accounted for $13,053,000,000, 
an increase of 12%; industrial sales 
reached $3,726,000,000, a 49% increase, 
while new "group amounted to $2,650,- 
000,000, a drop of 2%. 


Plan for Defense 
Contracts Approved 


WASHINGTON—A proposed group 
plan in connection with defense contracts 
was considered and reported approved by 


the insurance advisory board, Defense 
Department, during a two-day meeting 
late last week. 

Announcement of decision or action 


on this, and possibly other insurance 
matters was indicated for next week, 
provided approved by the munitions 
board. 


Next meeting of the advisory board is 


scheduled for Nov. 7. 





The Carr agency for Continental As- 
surance at New York City led all com- 
pany agencies for the first six months 
with $5 million in paid production. The 
figure is exclusive of A. & H. or group. 





Bernhard, Home Life 
Heads International 
Claim Association 


International Claim Assn, at its 
meeting at Hot Springs, Va., elected 
as president, Frederick T. Bernhard, 


Home Life of New York: 
James H. Wainwright, 
secretary (reelected), Lewis L. Graham, 
Business Men's Assurance; treasurer, 
(reelected), F. L. Templeman, Mary- 
land Casualty; executive committee, Ed- 


vice-president, 
Canada _ Life; 


ward J. Bohne, Equitable Society, 
chairman; new members (two years) 
Samuel B. Reed, Connecticut General, 


Minnesota Mutual: 
and Ralph 


John W. Fischbach, 
Luther T. Bass, Pilot Life: 


T. Heller, Prudential. 
There were 300 members and dele- 
gates representing 134 companies. The 


address of welcome was given by Com- 
missioner Bowles of Virginia. 


Hear Louisville Attorney 


that currently legal rules 
insured’s estate to recover the 
face amount though the bene- 
ficiary is guilty of homicide, R. Lee 
Blackwell, Louisville attorney, con- 
tended that correctly the estate’s recov- 
ery should be limited to the policy’s 
cash value only. He said there is an 
abundance of authority for the view that 
while the homicidal beneficiary cannot 
recover, the insured’s estate may recover 
the face amount except in some cases 
where the beneficiary is the estate's 
sole distributee. Often, he added, in- 
stead of continuously resisting such de- 
cisions, insurance companies, with per- 
haps unjustified timidity, acquiesce by 
admitting liability for the face amount. 

Mr. Blackwell contended that in the 
absence of statutory provisions, neither 

(CONTINUED ON PAGE 11) 
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Grant Taggart (right). 








ee 


California-Western States Life. Seeniior. Wyo., a past presi- 


dent of National Assn.‘of Life Underwriters. receives the John Newton Russell award 


for outstanding service to the institution of life insurance. The presentation was made 
at the feliowship luncheon that was the final event of the N.A.L.U. convention at 
At left is Clifford H. Orr, National Life of Vermont, Philadelphia, 
chairman of the award committee, and in the middle is the outgoing president, Charles 


Atlantie City. 


E. Cleeton. Occidental of California, Los Angeles. 


Name Taggart Winner 


of Russell Award at 
Final N.A.L.U. Session 


Fluegelman Tells Plans 
for ‘52-'53 as Eventful 
Atlantic City Rally Ends 


Announcement that Grant Taggart, 
California-Western States Life, Cowley, 
Wyo., was the winner of the John 
Newton ‘Russell memorial award for 
1952 was the climax of the fellowship 
luncheon which concluded the week- 
long convention of the National Assn. 
of Life Underwriters at Atlantic City. 

As was the case last year, the iden- 
tity of the award’s winner was such a 
well-kept secret that while there was 
considerable speculation the identity of 
the recipient was unknown to all but a 
handful of people in the room. Not 
even Mr. Taggart was informed ahead 
of time. 

The fellowship luncheon was also the 
occasion for the presentation of a silver 


cigarette box, engraved with the sig- 
natures of all the trustees, to the re- 
tiring president, Charles E. Cleeton, 
Occidental of California, Los Angeles. 


John D. Moynahan, Metropolitan Life, 
Chicago, Mr. Cleeton’s immediate prede- 
cessor as president, made the presenta- 
tion on behalf of the trustees. 


Announces New Committees 


The 
Fluegelman, 


incoming president, David B. 
Northwestern Mutual, New 
York City, announced the names of the 
new committee chairmen and gave a 
tentative outline of his program for the 
coming year. These are reported else- 
where in this issue. 

Announcement of Mr. Taggart’s se- 
lection as the Russell award winner was 
made by Clifford H. Orr, chairman of 
the award committee and general agent 
of National Life of Vermont at Phila- 
delphia. The citation pointed out that 
he has been a very distinguished citizen 
in the life insurance community since 
the early days of his career, and that his 
contribution to the welfare of the busi- 
ness has not only been “monumental in 
proportion and of lasting value” but was 
made by one who always has been and 
continues to be a “career field under- 
writer.” 

The citation paid tribute to Mr. Tag- 
gart first for his long and substantial 
production, averaging more than $1 mil- 
lion a year for more than a third of a 
century and distributed over an unus- 
ually large number of lives; second, for 
the honor and acclaim he has brought 
to the business by his part in local, state 
and National association work, culminat- 
ing in his service as president of 

.A.L.U. in 1941-42 at the time the 
United States was entering the second 
world war, and third, the honor to life 
insurance and the influence he has ex- 
erted on the lives of many within the 


business by his “personal example as 
a humble and God fearing Christian 
gentleman,” 


“Grant Taggart has served the busi- 
ness of life insurance above and beyond 
the call of duty,” the citation reads, 
emphasizing that he is always ready, 
willing: and eager to lay aside personal 
matters to work for the “-good-of the. 
business. 

As reported in the Gaal convention 
daily issued-by:THE Nationa UNDER- 

(CONTINUED ON: PAGE 19) 
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Agent, Mutual Fund 
Man Must Cooperate 
for Client's Welfare 


Gay Likens Competition 
to Trust Company 
Rivalry at N. Y. Rally 


NEW YORK—Cooperation between 
representatives of life companies and 
mutual funds in the interests of the 
policyholder -investor, rather than de- 
structive competition, was envisioned by 
Vice-president Clyde F. Gay of John 
Hancock at the annual meeting of the 
Mutual Fund Conference here Monday. 

Mr. Gay likened the present competi- 
tion between mutual funds and life in- 
surance to the sharp rivalry that 
formerly prevailed between trust com- 
panies and life companies that resulted 
in the formation of the first life insur- 
ance and trust council in Boston in 1930. 


Borrows from Experience 


“T am not now proposing the need 
for or the establishment of life insurance 
and mutual funds councils, such as we 
have with the trust officers of the banks, 
although the future might well bring 
that, in some form, into being,” he 
said. “What I want to do now is to 
borrow something from the 22 years of 
that cooperative effort and point out 
some of the principles that those two 
groups of estate planners were able to 
agree upon.” , 

Mr. Gay said that the third party in- 
fluence resulting from this cooperative 
effort had been extremely valuable and 
he expressed the hope that life insur- 
ance would obtain similar third party 
influence from mutual funds, as it al- 
ready has to a certain extent. 


Defines Area of Conflict 


Turning to some “immediate short- 
range specific problems and _ conflicts 
between us in the area ot «state plan- 
ning for the individual,” Mr. Gay said: 
“Let’s disregard the crooks, the un- 
scrupulous, the obvious misfits — each 
of us will occasionally have one of them. 
The sooner they are discovered and re- 
moved from our business the better for 
the public and for both of us. Let’s 
consider only the great majority of 
able, sincere representatives and the 
point at which conflicts may occur 
among them. 

“The sharpest conflict came to my 
attention after the spring meeting of 
the New York State Life Underwriters 
Assn. this year, resulting in editorial 
comment in the insurance press. At that 
state meeting life underwriters protested 
that some prospects had been urged by 
mutual fund salesmen to cash in life in- 
surance having valuable life income 
options in order to put the money into 
mutual fund shares and that some mu- 
tual fund managements have been par- 
ticularly aggressive in efforts to get life 
salesmen to carry a sideline of invest- 
ment company shares in their life in- 
surance kits.” 





TERM LURE 





The conflict over cashing in life in- 
surance, said Mr. Gay, has two parts. 
He said that if there is anyone left 
who seriously believes in the plan of 
buying term insurance and investing the 
difference, he should read “Inflation and 
the Lure of Term Insurance” by M. 
Albert Linton, president of Provident 
Mutual and former president of the 
Society of Actuaries. 

Quoting Mr. Linton’s 1950 figures, 

(CONTINUED ON PAGE 23) 


Health Insurance Council Activities 
Are Reviewed for Claim Executives 


The present activities and programs 
or the future of Health Insurance 
Council were reviewed at the annual 
meeting of International Claim Assn. 
at Hot Springs, Va., by John W. Joanis, 
assistant secretary of Hardware Mutual 
Casualty of Wisconsin, and immediate 
past chairman of the council. 

When the A. & H. business found 
itself faced with a situation where it 
recognized the necessity of cooperation 
not only between the insurers but also 
of a better understanding and working 
relationship with doctors and hospitals, 
the parties providing the service, the 
need of a united front became apparent, 
Mr. Joanis said. The recognition of 
this need resulted in the establishment 
of Health Insurance Council. The 
council was formed in 1946, being com- 
posed of nine trade associations—In- 
ternational Claim Assn., American Life 
Convention, American Mutual Alliance, 
Assn. of Casualty & Surety Companies, 
Assn. of Life Insurance Medical Direc- 
tors, Bureau of A. & H. Underwriters, 
H. & A. Underwriters Conference, Life 
Insurance Assn. of America, and Life 
Insurers Conference—associations rep- 
resenting companies writing almost 
90% of A. & H. business in the U. S. 


Company Considerations Minimized 


The specific objectives of each type 
of insurer with the council have been 
relegated to a minor position and the 
major objective of a united industry 
front is foremost, Mr. Joanis declared. 

Three major objectives have taken up 
the greater portion of the council’s ac- 
tivities. One is the statistical survey 
published annually in a booklet entitled 
“A Survey of A. & H. Coverages in 
the United States.” The second is the 


development of hospital admission plans, 
and the third is improving relationships 
with doctors and hospitals. 

In the hospital admission field, the 
companies were faced with the problem 
of handling individual type policies 
which did not lend themselves well to 
the regular hospital admission plans. 
The council has developed on an ex- 
perimental basis a plan which applies 
to individual policies. This plan is be- 
ing carried out in Columbus, O., with 
the cooperation with the Columbus hos- 
pitals. 

Mr. Joanis said that at one time he 
made the statement that with reference 
to surgical plans the industry was edu- 
cating the doctors at the rate of two 
new ones per meeting. More and more, 
he added, he has come to realize that the 
problem is one of educating insurance 
company personnel. Only after the en- 
tire insurance industry is thinking as a 
unit can the ideas of the council be 
sold and in a position to stay sold. This 
is particularly true in connection with 
the hospital admission plans. 

The hospital admission plans were 
recently put on a nationwide basis with 
each company installing the plan where 
it has insured. This is going to call for 
a tremendous effort on the part of the 
claim men. There will be pressures 
brought to bear by statistical people, 
by company executives and by others 
to get special information not called for 
in the uniform claim blank. It will be 
up to the claim people either to resist 
this pressure or to see to it that such 
information is obtained without in any 
way disturbing hospital admission plans. 

It is odd how many “valid” excuses 
can be thought up as to why this or 

(CONTINUED ON PAGE 20) 
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COMMONWEALTH 


We Salute... 


DAVID B. FLUEGELMAN, C.L.U., 


New President of N.A.L.U., 


and offer our best wishes 


for a most successful administration. 


We Congratulate... 


CHARLES E. CLEETON, C.L.U., 


Immediate past president of N.A.L.U., on the com- 
pletion of a job well done. 


INSURANCE IN FORCE, August 1 — $576,494,950 


COMMONWEALTH 
Life Jusurance Company 


HOME OFFICE © GOUISVILLE, KY. 


The Doorway to Security 
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Four Crowded Days 
for N.F.C. Annual 
Meeting Next Week 


Sessions of Sections 
and Auxiliary Groups 
Precede Congress Proper 


Advance registrations indicate an yp. 
usually large attendance at the anny 
meeting of National Fraternal Congres) 
at Boston next week, with at least ty) 
expected to be on hand for the congre) 
sessions proper and the meetings of th! 
various auxiliary organizations, : 

As always, those in attendance wil) 
face a crowded four days of meeting) 
aside from the activities outside of th) 
convention headquarters, which inclu} 
the dedication of plaques at histori 
sites in Boston which are of especial jn. 
terest to fraternalists. 

While the main congress meetix 
does not start until Wednesday, ther 
will be some extra-curricular activitie 
as early as Sunday, while Monday ani} 
Tuesday will be given over to the cor- 
gress sections and allied associations, 


Two Associations Meet Monday 

The Fraternal Field Managers Assn, 
of which J. A. Porterfield of Equitabk 
Reserve is president, and Fraternal In- 
vestment Assn., Joseph Fitzsimmons, 
Modern Woodmen, president will have 
their meetings Monday. Fraternal Ac. 
tuarial Assn., Ingolf Lee, president, wil 
meet Tuesday. 

On that day there will also be six 
section meetings: Presidents _ section, 
Michael J. Wargovitch, First Catholic 
Slovak Union, president; secretaries, 
Margaret Walker, Royal Neighbors, 
president; law, William E. Mooney,) 
Woodmen of the World, president: 
medical, Dr. Gerald J. Lunz, Knights 
of Columbus, president; press, ‘Richard 
Jeanes, Royal Neighbors, president, and 
state congresses, Carl Biebers, Sons of 
Herman, president. 


First Full Session Wednesday 


The first regular congress session will | 
be called to order Wednesday morning 
by Luke E. Hart, Knights of Columbus, 
N.F.C. president. The invocation wil 
be given by Most Rev. Richard J. Cush- 
ing, archbishop of Boston. Greetings 
will be extended by Mayor Hynes of 
Boston, Insurance Commissioner Dennis 
E. Sullivan of Massachusetts, W. J. 
Bourke, president Canadian Fraternal 
Assn., and Anibal S. Branco, president 
New England Fraternal Congress, with 
response by Ernest R. Deming, Sr, 
Unity Life & Accident, vice-president 0 
the congress. 

‘Reports will be given by President 
Hart, Foster F. Farrell, secretary- 
treasurer, and Ed Brown, Lutheran 
Brotherhood, auditing committee chaif- 
man, and Mr. Hart will appoint the 
sessional committees. 

That afternoon there will be an ad- 
dress by Paul Tedford, “Girding Your- 
self for Growth,” and reports by, @ 
number of committees, including Junior 
membership, Hugh Young, Catholic Or 
der of Foresters; distribution, Bernard 
J. Seeman, Woodmen of the World; 
public relations, Farrar Newberfy, 
Woodmen of the World Life; law, 
George H. McDonald, Modern Woot- 
men of America, and preliminary Tt 
ports from the resolutions committee, 
John E, Swift, Knights of Columbus. 
chairman, and the credentials commit 
tee, Clyde F. Wilmeth, Junior Order 
United American Mechanics, chairman. 

The session will conclude with, 4 
memorial service, the address _ being 
given by Rabbi Judah Nadich of Temple 

(CONTINUED ON PAGE 24) 
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“If Thad 
it to do 
all over 
again... 


By J. L. W. 
Equitable Representative 


Jim and Mollie Williams invited me to their 
mortgage-burning party last week. Made me 
feel good to know I’d helped them find the 
key to happiness years before they thought 
they would. 
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| GUESS EVERYBODY pushing 50 sits and wonders 
what his life might have been like if he’d gone into 
some other kind of work. As for me, I’d still want 
to be an insurance man. 

Enough money for your own family is one 
measure of success. But helping other people along 
the road of life is equally satisfying. I’ve been 
successful both ways. I’ve managed to make a good 
living for my family, but I’m just as happy over 
giving other families greater security and more 
peace of mind. 

Take Jim and Mollie Williams. Years ago I 
showed them how they could finance a home of 
their own through the Equitable Society’s Assured 
Home Ownership Plan — how it protected them 


LISTEN TO “THIS IS YOUR FBI”...official crime-prevention 
broadcasts from the files of the Federal Bureau of Investiga- 
tion...another public-service contribution to his community 
by The Equitable Society Representative. 

EVERY FRIDAY NIGHT » ABC NETWORK 


One of a series of advertisements illustrating how a representative 


of The Equitable Life Assurance Society serves his community by 
selling life insurance. 





against the two greatest threats to home owner- 
ship—death and hard times. I’ve written a lot of 
those Home Ownership plans, and I’m proud that 
not one policy holder of mine has ever had a fore- 
closure on his or her home. 

All in all, selling insurance is a mighty satis- 
fying way of life. It’s a job that protects all kinds 
of people from a lot of hard knocks. Gives kids good 
educations. Keeps families together. Helps old 
folks be independent and self-respecting. 

If I had it to do all over again, I’d want to be an 
Equitable man. I’m proud of the respect that’s 
come to me as a member of an honorable profession 
and as a representative of an institution as fine as 
The Equitable Society. 





THOMAS I. PARKINSON,. President 
393 Seventh Avenue, New York I, N. Y. 
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Grant Disagrees 
With Huebner on 
Multiple Writing 


Il. T. Grant, chairman of Business 
Men's Assurance, has sent this letter to 
Dr. S. S. Huebner, University of Pennsyl- 
vania, who has headed both American 
College of Life Underwriters and Amer- 
ican Institute for Property & Liability 
l'nderwriters, on his recommendation 
that the insurance agent be a “general 
practitioner,” advising his clients on all 
forms of insurance—life, A. & H., prop- 
erty and lability: 


Seldom if ever have I found myself 
disagreeing with any principle or theory 
you have advanced. 

If you are correctly quoted on what 
you were advocating before the C.L.U. 
Institute at Storrs, Conn., then I must 
express my own views on that subject 
which are not in line with your own. 

We of B.M.A. have long believed and 
advocated the principle of a life insur- 
ance man also providing his clients with 
accident, illness, hospitalization, sur- 
gical benefits, medical reimbursement, 
and any other types of personal insur- 


HieNATIONAL UNDERWRITER 


ance. We have not believed nor permit- 
ted our salesmen to sell fire or casualty 
lines or what might be termed prop- 
erty insurance vs. personal insurance. 

There are two reasons for this: First, 
we insist on our men being full-time 
B.M.A. men, and of course under the 
various state insurance laws a life com- 
pany cannot issue property insurance. 
Second, because of this fact one could 
not be a full-time B.M.A. man, but 
would have to represent one or more 
other companies if he were to provide 
his clients with every and all types ot 
insurance. 


Different Type of Salsemanship 

There is still another reason, Fire 
and casualty insurance does not re- 
quire the same type of salesmanship as 
does personal insurance. One purchas- 
ing a home or a car is in most cases 
obliged to insure it. Most such pur- 
chases are on credit, and the credit 
would not be extended without insur- 
ance. 

The buyer must therefore act right 
now—he cannot delay. In the case of 
personal insurance, no one believes that 
anything is going to happen to him in 
the near future and therefore the sales- 
man must convince him that to delay 
would be to invite serious loss or per- 
haps even disaster. 


little in selling life insurance. 

Because of my great respect for your 
opinion on any matter of this nature, I 
would appreciate having you write me 
direct further outlining your views on 
this very interesting subject. 


Whitbeck Little Rock Speaker 
Frank Whitbeck, 





vice-president and 
agency director of Union Life of Ar- 
kansas, addressed a luncheon meeting 
of Little Rock General Agents & Man- 
agers Assn. on “Research and Agency 
Management.” 


Names Two to Legal Staff 

New England Mutual is adding two 
attorneys to its legal staff. Seneca B. 
Anderson, appointed attorney in the 
law department, has specialized in real 
estate and mortgage law, and in his 
private practice has represented Equi- 
table Society and the Warren Institu- 
tion for Savings. He was recently with 
the Boston law firm of Robbins, Noyes 
& Jansen. 

Donald C. Osmond will join the law 
department in October. He was _for- 
merly with Cleary, Gottlieb, Friendly & 
Hamilton at New York City. 

Both men are naval veterans of the 
last war. 





to my regular accounts.” 


coupon. 
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“| added $1,469.30 


s 41 
to my income! 


Bill Connolly, general insurance man for 5 years, says, 
“T added $1,469.30 to my income last year by selling Life 


Bill Connolly is just one of thousands of general insur- 
ance men making money through Prudential’s Brokerage 
Service plan. A Prudential Life specialist helps you sell 
—you get the full commissions. 


Take advantage of this money-making free service. Call 
the Prudential Ordinary Agency nearest you or mail this 


Tree eee eer ssw 2 Ss ss Se SS Ss Ss SB ee Se ee eS ee eee eee ee eee 


I To: Brokerage Service I 
t The Prudential Insurance Company of America, Newark, New Jersey 1 
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THE PRUDENTIAL INSURANCE COMPANY OF AMERICA 


A mutual life insurance company 
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NEWARK, N. J. 





William H. Connolly 
9 Clinton Street, Newark, New Jersey 
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A. E. Forrest, Jr., Is _ 
New President of 
No. Am. Accident 


Alfred E. Forrest, Jr., has been elected 
president of North American Accident 
of Chicago, to succeed the late George F 
Manzelmann. 

Mr. Forrest is the son of the founder 
of the company. He was born in 199% 
in Chicago, and was educated at Lake 
Forest Academy and University of II}. 
nois. 

He joined North American Accident 
in 1929, His early activities with the 
company were in the agency field, assist. 
ing Mr. Manzelmann, who was. then 
agency director. In 1931 he was elected 


secretary and in 1940 vice-president to | 
Manzel- | 


fill the vacancy left by Mr. 
mann’s election to the presidency. 

Mr. Forrest has worked closely with 
the president in the field of investments 
and in the general management of the 
company. 

Hazel E. Boostrom, formerly assistant 
secretary, was elected secretary to fill 
the vacancy left by Mr. Forrest when 
he was elevated to the presidency. As 
secretary and assistant to Mr. Manzel- 
mann, she has worked closely with the 
management of the company and js 
widely known to the field force. When 
Mr. Manzelmann was appointed agency 
director, Miss Boostrom was employed 
as his secretary, and kept pace with his 
rise to the presidency. She was appoint- 
ed assistant secretary in 1947. 





Agents Enter Plea on 
Group Commissions 


WASHINGTON — Defense Depart- 
ment decision, within a week or 10 days, 
is expected on the problem of agents’ 
commission on group plans in connec- 
tion with certain defense contracts, fol- 
lowing last week’s conference of Insur- 
ance Director Kane with representatives 
of National Assn. of Insurance Agents, 
National Assn. of Casualty & Surety 
Agents and National Assn. of Insurance 
Brokers. 

Department officials say the companies 
have agreed upon a commission scale or 
plan and the insurance divisions of the 
military departments have agreed on it 
with the companies. 

However, agents want commissions on 
the regular commercial basis on the first 
$50,000 of premiums. On excess over 
$50,000 they want 80% of the regular 
commercial commission. 

The department proposed a different 
plan similar to that prevailing during 
World War II calling for a regularly 
graduated commission scale without dis- 
count, which would be less than agents 
would get under their plan. 

The group plan would parallel the 
defense projects rating plan and provide 
for benefits to employes of certain de- 
fense contractors, chiefly those having 
cost reimbursement type contracts. Some 
such contracts would qualify under the 
proposal, others would not, depending 
upon type of contract, size, number o 
employes, etc., as set up in standards or 
criteria proposed by the department. 





New Family Income Offered 


Midwestern United Life is offering 20- 
year family income in amounts of $10, 
$20, $30, $40 and $50 monthly per $1,000 
of basic policy. These riders may be 
attached to any policy except the home 
protector and term plans. Minimum 
basic policy required is $2,500. Up to 
$30 monthly per $1,000 of basic policy 
will be issued on the 10 and 15 year 
plans. 

“I believe you will agree that in the big 
general insurance agencies, even though 
they may represent some life insurance 
company, the great majority of their 
salesmen follow the line of least resist- 
ance by devoting a far greater portion 
of their time to the sale of fire and cas- 
ualty lines and accordingly 
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N.A.L.U. Commitiee 
Chairmen Appointed 


Early Appointments by 
Fluegelman Follows a 
Cleeton Precedent 


In line with the precedent for prompt- 
ness set by President Charles E. Cleeton 
a year earlier, David B. Fluegelman, 
Northwestern Mutual, New York City, 
the incoming president of National Assn. 
of Life Underwriters, announced the 
committee chairmen for the coming year 
at the fellowship luncheon that con- 
cluded the N.A.L.U. annual convention 
lat week in Atlantic City. Following 
are the chairmen: 

A. H., William E. North, New 
York Life, Chicago. 

Veterans and servicemen, L. J. Gray- 
son, Travelers, Washington, D.C. 

Agents, A. Jack Nussbaum, Massa- 
chusetts Mutual, Milwaukee. 

Associations, Robert L. Walker, Pen- 
insular Life, Orlando. ; 

By-laws, Harrv J. Syphus, Beneficial 
Life, Salt Lake City. 

Compensation, Spencer L. McCarty, 
Provident Mutual, Albany, N. Y. 

Conservation. M. W. Peterson, Lin- 
coln National, Charlotte, N. C. 

Convention program, ‘Ralph G, En- 
gelsman, Penn Mutual, New York City. 

Federal law and legislation, Gerard 
S. Brown, Penn Mutual, Chicago. 

Field practices, Stanley C. Collins, 
Metropolitan Life, Buffalo. . 

Finance, Osborne Bethea, Prudential, 
New York City. 

Functions and activities, John D. 
Moynahan, Metropolitan, Chicago. 

Group insurance, Robert C. Gilmore, 


Jr, Mutual Benefit Life, Bridgeport, 
Conn. 

Membership, Mitchell M. Rosser, 
Phoenix Mutual, Boston. | 

National affairs, Philip B. Hobbs, 


Equitable Society, Chicago. 

Past national presidents, Charles E. 
Cleeton, Occidental of California, Los 
Angeles. ; 

Public information, William D. David- 
son, Equitable Society, Chicago. 

Publications, Claude C. Jones, Con- 
necticut Mutual, Indianapolis. 

Relations with attorneys, John Kell- 
am, National Life of Vermont, New 
Canaan, Conn. 

Relations with other’ organizations, 
Winston Emerick, New England Mu- 
tual, Johnstown, Pa. 

Relations with trust officers, Paul H. 
Conway, John Hancock, Syracuse, 
Research and industry developments, 
monty J. McLaurin, Aetna Life, Detroit, 
Mich. 

Resolutions, Henry §S. Stout, John 
Hancock, Dayton, O. 


Social security, Albert C. Adams, 
John Hancock, Philadelphia. 
Speakers’ bureau, Newell C. Day, 


Equitable of Iowa, Davenport, Ia. 

State law and legislation, Oren C. 
Pritchard, Union Central, Indianapolis. 

Underwriter education and _ training, 
Eunice C. Bush, Mutual Life, Baton 
Rouge, La. 

Women underwriters, Minna Hensley, 
Franklin Life, Salina, Kan. 





Holds N. D. Commissioner 
Abused His Discretion 


The North Dakota supreme court has 
ruled that the only discretion the insur- 
ance commissioner has when it comes to 
Issuing licenses to new companies is to 
determine whether they have complied 
with law requirements. 

The opinion involved a proposed new 
company at Fargo, Dakota Ins. Co., 
which was scheduled to be headed by 
J. Roberts Hann. 

Otto Krueger, who was insurance 
commissioner at the time, refused the 
Proposed new company a license. He 


. 


said Mr. Hann, president, treasurer and 


XUM 





main stockholder, also was on the board 
of American Christian Mutual Life, of 
Fargo, which at the time was under ex- 
amination by his office. Due to this 
connection, Mr. Krueger said he refused 
to license the Dakota company pending 
further developments in the affairs of 
American Christian. 

Language used by Mr. Krueger in his 
license denial, the supreme court said, 
“makes it clear his reason for denying 
the petition was lack of confidence either 
in the integrity or business ability of the 
applicant, not that he had not complied 
with the law.” 


The discretion of the commissioner, 
the court held, is limited to a deter- 
mination of whether an insurance com- 
pany has complied with all of the law 
requirements in connection with its or- 
ganization and qualifications. 

After the company has complied with 
the laws, the court added, it is the duty 
of the insurance commissioner to issue 
a license. 

In commenting on the decision, a 
spokesman for the insurance depart- 
ment was quoted as stating he under- 
stood plans for organizing Dakota Ins. 
Co. were dropped some time ago. 


Leggett Gives Mo. Statistics 


The annual report of Superintendent 
Leggett of Missouri shows that life 
policies held by residents of Missouri 
Dec. 31, 1951, totaled 5,950,955 for $6,- 
975,936,683. The Missouri premium in- 
come of the legal reserve life companies 
Was $205,963,781 and payments made 
to the Missouri policyholders, excluding 
supplementary contracts, amounted to 
$64,618,927. 

Total annuities purchased in 1951 
were $25,455,180 as against $24,018,447 
the year before. 





Freedom to Grow 





@ In a world beset by uncertainties, it’s good to 
remember a few things that are certain. Good to 
remember, for instance, that we live in a country 
where a man is free to choose his profession, to grow 
in it according to his ambition, and to be rewarded 


according to his ability. 


If Life Underwriting is your chosen career, you 
know that there’s no limit on your growth. . . in 
the esteem of the people around you . . . in material 


success .. . in knowledge. 


The American College of Life Underwriters ex- 
emplifies this principle of freedom to grow. It helps 
you to obtain the specialized knowledge that can 


/ 


make your service even more valuable to your com- 
munity and to yourself. As a sign that you have 
gained such specialized knowledge, the college con- 
fers on you the coveted C.L.U. designation. 
Underwriters at Mutual Of New York get every 


possible aid and encouragement for growing in their 


profession. An intensive 3-year MONY training pro- 
gram helps prepare them for the C.L.U. examina- 
tions, and examination fees are paid by the company. 

Mutual Of New York is proud of the many 
MONY advisers who have taken advantage of their 
freedom to grow. 


t 


2: 
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“FIRST IN AMERICA” 
The Mutual Life Insurance Company of New York, Broadway at 55th Street, New York 19, N. Y. 


WEATHER STAR SIGNALS 
ON TOP OF OUR HOME OFFICE 
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accuracy provable 


sentative also uses ‘‘double entry” 
to keep clients straight on their 
financial future. With the Anala- 
graph, for instance, he can list 
each client’s present assets and 
check them accurately in terms of 
future money needs. And from a 
wide variety of plans, he is able 
to select the one plan that best 
meets individual requirements, no 
matter how unique. 


As farbackas1340, Italian account- 
ants used the double entry system. 

Today’s accountants use double 
entry,too.And tomeet the complex 
requirements of modern business, 
they must show skill, accuracy 
and resourcefulness far beyond 
what medieval accountants 
needed. 

Our hat is off to accountants. 
In these days when thinking, 
dealing and estimating in billions 
have become commonplace, they 
make their way unerringly through 
mazes of figures. Thus they keep 
the records straight. Their vigilant 
detection of the slightest errors 
annually save uncounted millions 
of dollars for clients. 


PRACTICAL PLAN FOR ACCOUNTANTS 


Many accountants have turned to 
the Mutual Benefit Life expert for 
the same accurate “figuring” of 
their future security that they 
apply in keeping their own 
clients’ financial records straight. 
He likes to work with such groups 
and he rs equipped to serve 
them well. 


THIS MAN IS GOOD AT FIGURES, TOO 
The Mutual Benefit Life repre- 


THE 


MUTUAL BENEFIT LIFE 


INSURANCE COMPANY © ORGANIZED IN 1845 


300 BROADWAY, NEWARK, NEW JERSEY 














ACTUARY WANTED 
FOR 
RAPIDLY GROWING LIFE DEPARTMENT 
OF 
RESERVE LIFE INSURANCE COMPANY 


Excellent opportunity for executive advancement, with unlimited field for use of 
initiative and original ideas. Write, giving qualifications in detail to 


John P. Walker, Jr. 
Reserve Life Insurance Co. 
Dallas, 


Reserve Life Bldg. 
Texas 








New York Life Premieres Its Color 
Film, “From Every Mountainside...” 


The premiere of New York Life’s 
technicolor film, “From Every Moun- 
tainside ... ,” was given for 143 com- 
pany agents, branch representatives and 
their families throughout the U. S., 
Hawaii, and Canada. The company pro- 
vided each office with prints of the film 
for the showing. 

Designed for civic, business, and edu- 
cational audiences, “From Every Moun- 
tainside ...,” is an institutional produc- 


The judge, whose doctor informs him 
he “has drawn a _ death sentence” 
realizes how important insurance is jn 
the future of his wife and family; the 
banker views it as a great institution 
underwriting the country’s economic 
strength, and the editor sees it as a bul- 
wark of security protecting the free- 
dom of all. 

Principal roles were cast in Holly- 
wood. ‘Russell Hicks is the banker, 





A scene from New York Life’s technicolor film, “From Every Mountainside . . .”: 
Editor Jim Maxwell, second from left, arriving late for a week-end fishing rendevouz, 
tells his friends about an overseas broadcast he has just made in Washington. Shown 
with the editor, I. to r.. are Bob Wallace, just back from service; Charley Knox, 
banker, and Steve Dickinson, M.D. It is through these men that the film develops 
the role of life insurance in making freedom work. 


tion that emphasizes the contributions 
made by the life business to the Amer- 


ican picture. 


The film develops the vital role of 
life insurance in making freedom work 
through the eyes of an editor, a banker, 
a judge, and doctor, leading citizens in 
a typical midwest community. They 
see the business safeguarding the future 
for American families by contributing 
to the nation’s economic strength. 


Hugh Beaumont is the insurance agent, 
Stanley Andrews the judge, and Francis 
McDonald the editor. Edmund Penney 
is the son of the judge, and Grandon 
Rhodes is the doctor. Indoor shots were 
made at Chicago. 

Rights to the film will go to com- 
pany agents for the first few months. 
Later, it will be turned over to a film 
distributing organization for general 
showings. 








Bankers Nat’! Plans 
New Home Oftice; 
Marks Its 25th Year 


Bankers National Life of Montclair, 
N. J., has taken an option on a 6% acre 
tract of undevelop- ; 
land partly in 
Montclair and part- 
ly in Verona where 
it plans to build a 


new home office 
amid park-like sur- 
roundings. 


The plan was an- 
nounced at a re- 
ception marking 
the company’s 25th 
anniversary. 

A t ch Altec 
tural sketches of 
the new building 
are only in the pre- 
liminary stage, according to President 
‘Ralph R. Lounsbury, but he said plans 
call for adapting the building to the 
hilltop site with a two-story front and a 
three-story rear elevation. There will 
be 43,000 feet of floor space, about 
double the amount in the present home 
office on Park street. The company will 
shortly apply for the necessary zoning 
exceptions, as the area is presently zoned 
for one-family dwellings. 

The company bought its present home 
office, the former Montclair Elks Club, 
in 1935 but is now outgrowing its facil- 
ities. Since 1935 assets have increased 





R. R. Lounsbury 


from $4.4 million to $40 million and 
insurance in force from $73 million to 
more than $200 million. 

Commemorating the 25th anniversary, 
a booklet was issued tracing the com- 
pany’s history, a major feature of which 
was the merger in 1929 of the three 
original Bankers National companies— 
of New Jersey, of Colorado and of 
Florida. 


Promote N.C. Insurer 


RALEIGH—A new life and A. & H. 
company designated as Eastern Ins. Co., 
with headquarters at Charlotte, N. C, 
has just been chartered. It has an au- 
thorized capitalization of $500,000, con- 
sisting of 5,000 shares of $75 par value 
preferred stock and 225,000 shares of $1 
par value common stock. 

Incorporators are Margaret Brand 
Smith of Dallas, and David E. Hender- 
son, David H. Henderson, Wallace S. 
Osborne, Keith Smith Green, Ruby D. 
Shoemaker, David J. Craig, Frankie L. 
Neal, Elizabeth A. Hightower and John 
L. Green, Jr., all of Charlotte. David 
H. Henderson is a member of the North 
Carolina assembly. 





Northern N. J. Hears Copeland 


Harry C. Copeland, Jr., Massachu- 
setts Mutual general agent, Syracuse, 
spoke on “It’s Your Business to Close 
at the first regular meeting of the fall 
season of the Northern New Jersey Life 
Underwriters Assn. Sept. 18. The speak- 
er qualified for the Million Dollar 
Round Table at the age of 27. 
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Assn. Secretaries 
Get a Preview of 
N.A.L.U. Planning 


What officials of the National Assn. 
of Life Underwriters describe as a most 
successful and worthwhile meeting of 
the executive secretaries of local and 
state associations was held at the New 
York headquarters following the nation- 
al convention. 

Two days were devoted to complete 
discussions of the operation of the na- 
tional headquarters and the projects 
planned for the coming year. In turn. 
the local and state representatives asked 
questions and made suggestions to the 
national office. As a result it was felt 
there would be a greater coordination 
for the coming year. 

The meetings were so successful that 
the group decided it should be an an- 
nual affair apart from the convention 
The meetings will probably be held in 
May. About 75% of the 23 attending 
said they would attend the annual 
meeting. 

Miss Luidens, Hester Co-chairmen 


The co-chairmen of the executive sec- 
retaries’ group—Winifred Cornell of De- 
troit and James F. Brooke of the Penn- 
sylvania association — requested the 
meeting. The co-chairmen for the com- 
ing year are Joy M. Luidens, Chicago 
association, and George Hester, Flor- 
ence, Ala., Alabama association. 

Previously the executive secretaries 
held their annual meetings at the na- 
tional convention. Hewever, it was felt 
that it would be better to hold such 
meetings away from the convention and 
its attendant problems. 

After Managing Director B. N. Wood- 
son greeted the group on the first dav. 


| headquarters personnel discussed their 


activities. Each was followed by a dis- 
cussion period. On the second day the 
time was devoted to questions concern- 
ing common problems or material pre- 
sented the first day. 

The Institute of Life Insurance was 
host to the gro’p at luncheon the sec- 
ond day. The educational, public rela- 
tions, women’s division, and advertising 
and promotion directors explained the 
functions of their departments to the 
guests. 

Lawrence W. Jackson of the N.A.L.U 
staff arranged the program. He de- 
scribed it as a meeting with two pur- 
poses, the exchange of ideas and the 
coordination of the activities for the 


' coming year. He felt it was a tremen- 
| dously 


productive meeting, enabling 
each to come to a hetter understanding 
of the others’ problems. 


Wash. Nettional Cashier Has 
60-Year Employment Record 


A remarkable employment record has 
been built up by Josie W. Hansen, 75, 
cashier in the home office of Washing- 
ton National. Miss Hansen has been 
with the company and its predecessors 
for 50 years, and is now celebrating 
her 60th year of continuous employ- 
ment. She worked for a Chicago gro- 
cery for 10 years before starting her 
msurance career with the former Na- 
tional Life of U. S. A. 

Miss Hansen had been made cashier 
and she retained the position when 
Hercules Life took over the company 
in 1934. In 1938 she became cashier of 
Washington National when it took over 
the business of Hercules Life. 

Washington National does not com- 
pulsorily retire employes. Board Chair- 
man Harry R. Kendall is 76 years old 
and his brother, George R. Kendall, 
chairman of the executive committee, 
is 70. The Kendall brothers believe 
that a person should not be forced to 
retire or rejected for employment. be- 
Cause they are in the upper age brackets. 
Washington National has attracted 
hationwide attention by hiring a num- 
ber of retired men. The company does 
ave, however, a savings and profit 





sharing pension fund which makes it 
possible for a man to retire at age 65 
and a woman at age 60. 


Snow to Address Fall 
Meeting of Life Managers 


E. H. Snow, assistant superintend- 
ent of agencies of Aetna Life, will ad- 
dress the opening fall meeting of Life 
Managers & General Agents Assn. of 
Milwaukee Sept. 26. Other coming 
meetings and speakers are: Oct. 24, 


Francis L. Merritt, vice-president of 
Central Life of Iowa; Nov. 21, Vincent 
B. Coffin, senior vice-president of Con- 
necticut Mutual, and Dec. 19, Christ- 
mas party. 


Establish Guertin Award 


Alfred N. Guertin, actuary of the 
American Life Convention and mem- 
ber of the class of ’22 at Trinity Col- 
lege, Hartford, has established the- Mary 
Louise Guertin Actuarial Award for 
senior actuarial students. 





Established as a memorial to Mr. 
Guertin’s mother, the award will pro- 
vide $100 annually to a Trinity senior 
who “shall be selected by three fellows 
of the Society of Actuaries, named by 
the college, as having personal qual- 
ities which, in their opinion, are indi- 
cative of future executive capacity and 
leadership in the actuarial profession.” 





Fort Worth Trust Council will open its 
1952-53 activities at a dinner meeting 
set for October. 





He’s past seventy now. But time hasn’t touched him inwardly. 
The old energy is still there, and the strong sense of calling, 
and the clear-eyed vision of the goal. He looks the part he’s 
always played—a great teacher, a moulder of men. 

Talking to him now, you know why Dr. Solomon S. Huebner 
played such a hero’s role in the building of today’s 
multi-billion dollar life insurance business. 

He never sold a dollar’s worth of life insurance himself. But he 
shaped the minds and inspired the men who have made the 
great life insurance sales records of today. He gave us a sense of 
our mission as handlers of dreams and hopes, not of dollars 

and cents. Physicians, in their moments of self-searching, think 
of Hippocrates. We think —or should—of Dr. Huebner. 

It was half a century ago when young Solomon Huebner 

saw the great need for trained young men in business. The 
men were available; the training was not. He resolved 


to change all that. 


He started from scratch. There were few business schools 
then, few textbooks, fewer teachers. So, when the 
Wharton School announced a course in life insurance, with 
Dr. Huebner as its guiding spirit, a new era had quietly 
begun, though not many people realized it. 





Fe ably led, we gladly followed 


began to feel the influence of Solomon S. Huebner. Some of 
his students became important in the business world. Some 
went out to teach to others what they had learned from him. 
That would have been enough for most men. But 

Dr. Huebner had just begun. 

For fourteen years, he had nourished a dream that was 
finally realized with the chartering of the American College 
of Life Underwriters. Now all young men who wished to 
qualify for the profession of life insurance could be tested 
for aptitude, integrity, and willingness to work. Here they 
could be trained in mind and heart for better service to 
themselves, their clients, their companies, and their country. 
Many of us have climbed to success on the ladder which 
S.S. Huebner built for us. To show our gratitude, we have 
offered him every honor at our disposal. He accepts them 
graciously, but being the man he is, we think he finds 


ample reward in knowing that his work has made thousands 


Teacher and students often learned together in 


those pioneering days. The textbooks got written; 
many he had to write himself. Eventually the 
whole country and the nations of the world 








Uh 


of other careers possible. And perhaps his greatest reward 
comes when he walks down a street in any American 
town, and sees the self-respecting families in their 
self-respecting houses, and knows what a part life insurance 
has played in the confident rhythm of their lives. 


MUTUAL LIFE INSURANCE COMPANY 
BOSTON, MASSACHUSETTS 
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Groves Chicago Speaker 

The financial and membership prob- 
lems that could befall the Chicago Assn. 
of Life Underwriters, and possibly other 
local and state associations, over the pro- 
posed dues increase for the National as- 
sociation, were outlined by Ben H. 
Groves, manager of the life and A. & H. 


department of Travelers and president 

f the Chicago association. Mr. Groves 
spoke at the first fall meeting of the 
Chicago cashiers. 

Although the activities and services of 
the Chicago association would justify 
the rise, Mr. Groves stated it would 
be difficult to hold all of the present 
2,146 members if dues are hiked. 










G. T. GUERRE 
Lansing, Michigan 


Graduating from football star- 
dom at Michigan State U. in 
1948, George T. Guerre, now 
associated with the Harold Bro- 
gan Agency at Lansing, Mich., 
has lost none of his winning 
spirit and scoring punch as a 
career life underwriter for The 
Ohio National. One of our ten 
leading producers in 1951, 
George is well on his way to 
another banner year. 


The 
OHIO NATIONAL ~ 


LIFE INSURANCE COMPANY 


Cincinnati, Ohio 


Ralph Kastner New 
A.B.A. Insurance 


Section Chairman 


SAN FRANCISCO—New officers of 
the insurance section of American Bar 
Assn. elected Wed- 
nesday are: Chair- 
man, Ralph H. 
Kastner, associate 
general counsel of 
American Life Con- 
vention, Chicago; 
1st vice - chairman, 
Glenn H. Dough- 
erty, Milwaukee; 
2nd_ vice-chairman, 
George C. Beech- 
wood, Philadelphia; 
council members, 








terms expiring in 

1956, Leslie P. R. H. Kastner 
Hemry, American 

Mutual Liability; Stanley C. Morris, 


Charleston, W. Va.; representatives to 
house of delegates, Franklin Marryott, 
Liberty Mutual, retiring chairman. 

Commissioner Maloney of California 
in extending greetings to the American 
Bar Assn. insurance section, said his 
state has been a leader in developing 
multiple line laws, rating laws, financial 
responsibility laws and unemployment 
compensation disability laws. The state 
has pioneered many new forms of cover 
and has led the way in developing many 
innovations, systems and procedures that 
are being used extensively elsewhere 
today. A progressive trend must con- 
tinue in California and in every other 
state if the system of private enterprise 
is to flourish and prosper, he said. 

John J. Wicker, Jr., of Richmond, re- 
porting for the membership committee, 
said the total is now 3,736 or a gain of 
261 for the year. 


U. of K. Has Life Courses 


The University of Kansas extension 
department is offering four life insur- 
ance courses this year. C.L.U. part A 
begins Oct. 6, part B Oct. 10. The first 
year of L.U.T.C. starts Nov. 7, and the 
advanced underwriting sales institute 
begins Nov. 22. The latter course is 
sponsored by the Kansas Leaders ‘Round 
Table. 


Nebraska Leadership School 
The Nebraska Assn. of Life Under- 
writers held an all-day leadership train- 
ing school at Omaha with at least two 
officers frmo the various local associa- 
tions attending. Speaker was Verne C. 
Gilbert, Equitable Life of Iowa, Port- 
land, Ore., former N.A.L.U. trustee. 


McLain Gets First A. & H. Policy 


Marking the inauguration of Guar- 
dian Life’s new A. & H. program, Pres- 
ident James A McLain was presented 
with contract No. A-1. The preferred 
accident policy, one of Guardian’s four 
commercial A. & H. contracts, was pre- 
sented to Mr. McLain by Jerome S. 
Miller of the Spaulder, Warshall & 
Schnur agency, New York City. 





















STANDARD LIFE INSURANCE CO. of IND. 


INDIANA 


(INDIANAPOLIS 


WRESTLE WITH THE IMPOSSIBLE | 


Sometimes we can underwrite the “impossible,’’ sometimes we 


Delaware ° 
Louisiana 


Pennsylvania 


>nnessee 


~= 


can’t. Any difficult case takes us at least two weeks. But along 
comes an “impossible’”’ one and the wheels begin grinding. It 


boils down to the fact that if we can’t do it nobody can! 
- Hang VU. Wade, President 


GENERAL AGENCIES OPEN IN Arkansas 
Florida ° 
Maryland 


r 






California 
Kentucky 
New Mexico 


Arizona °* 
Georgia « Illinois * Indiana + 
alidalkeiohal 


Texas 


Missouri 


West Virginia 


Virginia 


Ellis Honored for _ 
Improving Latin 
American Relations 


President Crawford H. Ellis of Pan. 
American Life has been named to re 
ceive the 1951 


Thomas F. Cun- 
ningham Award 
for outstand- 


ing service to the 
betterment of rela- 


tions with the 
Latin American 
countries. Presen- 


tation of the award 
will take place at 
a banquet on Sep- 
tember 24, 1952, at 
Internation- 
al House, New Or- 
leans, and will be 
attended by _ out- 
standing business leaders of that city. 

The award is presented annually “to 
the person who has shown the greatest 
interest in the study of the social, eco- 
nomic, cultural and political activities 
of Latin American countries, and who 
has contributed toward the maintenance 
and promotion of a better understanding 
between the countries and the United 
States.” 





Cc. H. Ellis 


It was established by the principal | 


heirs of the late Thomas F. Cunning. 
ham “to encourage and develop the edu- 
cation of the residents of the United 
States and the people of the Latin 
American countries as to their manufac- 
turing, transportation, agricultural, min- 


ing and commercial resources and enter- | 


prises, and for the promotion of their 
enlightenments to the cultural, musical 
and social achievements of the lan- 
guages, manners and customs of each 
other.” 


Interest of Long Standing 





Mr. Ellis has had 60 years of intimate | 
business and agricultural contact with | 


Central and South America. As vice- 
president and a director of International 
House, he takes an active part in its 
program for promoting international 
trade and friendship. He is retired as 


vice-president and general manager of | 


United Fruit Co., of which he was a 
founder, but still remains as a director. 

He is president of the New Orleans 
sewerage and water board and active in 
numerous other civic enterprises. He is 
a past president and now a director of 
the New Orleans Board of Trade, a 
director of New Orleans & Pacific Rail- 
way; chairman of the Louisiana state 
defense council; an organizer of the 
New Orleans joint traffic bureau and 
the New Orleans port protection com- 
mittee, of which he was chairman for 
13 years. 








A busy man relaxes for a few minutes 
during the N.A.L.U. convention at Atlan 
tic City: Joseph W. Fox, general agent for 
Berkshire Life at Jersey City, chairman 0 
the convention finance committee and a 
past president of the New Jersey associa 
tion. 
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WOULD MODIFY CONTRACT 


Mutual Fund Wants 
Protection of Group 


Creditor Insurance 


NEW YORK—First Investors Corp. 
of New York City, the mutual fund 
whose group creditor life insurance cov- 
erage to take care of buyers’ unpaid in- 
stallments was ruled by the New York 
attorney general last June not to be 
permissible, has proposed to modify 
its contracts so that group creditor in- 
surance could be written. 

The reason for the adverse ruling was 
that there was no obligation to com- 
plete the payments, an essential condi- 
tion for group creditor insurance. 

First Investors Corp. proposes to 
provide in its contracts that the buyer’s 
right of cancellation would terminate 
at his death, thus making the unpaid 
installments an obligation of his estate. 
In effect, there would be an _ obliga- 
tion to complete the payments only un- 
der circumstances under which there 
would be insurance to take care of the 
obligation. 

Assistant Attorney General John C. 
Crary has the matter under considera- 
tion. He expects that an opinion on the 
proposal will be issued shortly, prob- 
ably before the expiration of the pres- 
ent insurance department extension 
which runs to Oct. 11 and which per- 
mits First Investors to continue cov- 
ering buyers under present contracts 
but does not permit insurers to cover 
mutual fund groups not covered on 
the date of the opinion. 

An article in THE NATIONAL UNDER- 
WRITER last week was incorrect in stat- 
ing that the department had suspended 
its ban pending an opportunity for the 
1953 legislature to act. The department 
has granted a series of 30-day exten- 
sions. 

Companies writing the coverage for 
First Investors Corp. are ‘Connecticut 
General Life and United States Life. 
Manhattan is writing a similar coverage 
for another mutual fund, which also 
has the benefit of the extensions granted 
by the department. 








N.A.LC. Committees Named; 
Leggett, Day Head Life Unit 


Among the chairmen named in the 
newly released committee list of Na- 
tional Assn. of Insurance Commission- 
ers are: Life, Leggett, Missouri, chair- 
man; Day, Illinois, vice-chairman. Sub- 
committee assessment life and accident 
blank, C. C. Dubuar, New York. Sub- 
committee life blank instructions, W. 
Harold Bittel, New Jersey. Subcom- 
mittee, life blank, Russell Hooker, Con- 
necticut. Subcommittee life, health and 
accident blank, Davis L. Shultes, New 
York. 

Also: A. & H. committee, Knowlton, 
New Hampshire, chairman; Maloney, 
California, vice-chairman. Fraternal 
committee, Lange, Wisconsin, chair- 
man; Holmes, Montana, vice-chairman. 
Interstate cooperation, Davis, Missis- 
sippi, chairman; Bohlinger, New York, 
vice-chairman. Laws and _ legislation, 
Navarre, Michigan, chairman; Cheek, 
North Carolina, vice-chairman, Liaison, 
Larson, Florida, chairman and Bohlinger 
vice-chairman. Bohlinger heads a sub- 
committee on what level of contingency 
Teserves are appropriate for various 
types of group coverages and in what 
manner should these be set aside? So- 
cial security, Dickey, Oklahoma, chair- 
man; Mahoney, Maine, vice- chairman. 
Unauthorized insurance, Southall, Ken- 
tucky. Valuation of securities, Bohlin- 
ger, chairman; Allyn, Connecticut, vice- 
chairman. 





Sponsors Broker Seminar 


Prudential will sponsor a brokerage 
seminar Sept. 23-24 at Toledo. 
Carl P. Lundy, superintendent of 


agencies, will conduct the sessions, and 
Harry N. Wieting, Jr., manager at To- 
ledo, will be host. 

Mr. Lundy will cover the need for 
personal life and business insurance, 
including sole proprietorship, partner- 
ship and close corporation. He will also 
discuss the tax aspects of life cover- 
ages. 





The O. J. Beaudin agency of Cali- 
fornia-Western States Life at Oakland, 
Cal., is the company’s honor agency of 
the month for its top all-around per- 
formance in August. 


Agenda for Zone 4 


Most of the program for the Zone 4 
meeting of N.A.I.C. at Milwaukee Oct. 
2-3 deals with fire and casualty mat- 
ters. The morning of Oct. 2 there will 
be a meeting of the examiners and 
deputies and at the opening regular ses- 
sion that afternoon, Commissioner 
Lange of Wisconsin will give greetings 
and Day of Illinois will respond. There 
will be discussion among other things 
on insurance in connection with install- 
ment sales. Dinner will be at the Blatz 
brewery. 

The next morning one of the fetaures 


will be a report by Navarre of Michi- 
gan on examination procedure and 
technique. There will be a group lunch- 
eon and then a secret sesion of com- 
missioners and staff members. Satur- 
day, for those that remain, there will 
be a luncheon at Madison and a chance 
to see the Wisconsin-Illinois football 
game. 


Rockwood Co. Opens Branch 


The Rockwood Co., general agency of 
Travelers at Chicago, has formed a 
subsidiary, the Rockwood Co. of Mis- 
souri, with headquarters at Kansas City. 











W. J. SIMPKINS, JR. 


On joining the Franklin, 
Bill Simpkins had no 


having been a stock 
control clerk and office 
manager previous to his 
military service. 


Here is a record of his 
Franklin cash earnings: 


1947 


1948 . 2 2 2 e 
1949... 8 ss 


1950 . . 2. 2 « 
pC) 











previous sales experience, 


o 0 6 6 © $ 3,459.25 


7,483.79 
11,982.26 


13,323.06 
16,004.06 
1952 through May 11,041.80 






with Franklin 


Masonic Building 
Rome, Georgia 


Dear Friend Knox: 


One cannot help succeed 


Mr. Knox Wyatt, Regional Manager 


In May I completed my sixth year in the insurance 
business, having signed my Franklin contract imme- 
diately on discharge from the Air Corps. And I thank 
the good Lord that all of this time I have been asso- 
ciated with the Friendly Franklin, 
Settling here in Columbus, Georgia instead of in 
my old home Indianapolis, Indiana, I studied the 
‘ wonderful sales material on our exclusive contracts 
and my very first prospect purchased one of our 
wonderful PPIP plans. Since then, in showing this 
and the other Franklin exclusives to the fine people 
of Columbus, I have been rewarded immeasurably 


with the “long green.” 


of others earn as much. 


Last year the Company paid me over $16,000, and 
this year it looks as though my earnings will reach 
$25,000. In this city of 100,000 I doubt if a handful 


Actually one cannot help succeed with our great 
Company. I believe President Becker is America’s 


greatest executive, and he has surrounded himself 
with the most agency-minded group of home office 
officials in the industry. Everyone in the home office 
is constantly striving to help each one of us in the 


field, 


I wish I could tell everybody what the past six 


years have meant to me. 


Most cordially, 
W. J. Simpkins, Jr. 


RAN TLD comeany 


SPRINGFIELD, ILLINOIS 


CHAS. E. BECKER, PRESIDENT 


An agent cannot long travel at a faster gait than the company he represents. 





DISTINGUISHED SERVICE SINCE 1884 
One of the 15 Oldest Stock Legal Reserve Life Companies in America 
Over a Billion Dollars of Insurance in Force 
$205,000,000 gain in insurance in force during 1951 
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Engel: man Resigns 
Penn Mutual Post, 
to Be a Consultant 


‘Ralph G. Engelsman 
as general agent of Penn 
New York City 
to become an inde- 
pendent sales pro- 
motion  consulant 
for life company 
home offices. 

Mr. Engelsman 
has a wide insur- 
ance background, 
starting in the busi- 
ness more than 30 
years ago. He be- 
came a Penn Mu- 
tual general agent 
in 1928, serving 
until he went to 
Washington in 1942 
to take charge of the payroll savings 
plan of war bond purchases. He re- 
turned to Penn Mutual as general agent 
in New York in 1945. 

A past president of both the New 
York City and New York State Assns. 
of Life Underwriters, Mr. Engelsman 
had the distinction of becoming the 
youngest member of the Million Dollar 


has_ resigned 
Mutual in 


R. G. Engelsman 





Round Table. He has lectured frequently 
at New York University, is widely 
known as a speaker on salesmanship 
and has written several insurance books. 
He served as president of Life Under- 
writers Training Council in 1945, and 
has been a member of the board of ex- 
aminations for life insurance in New 
York State and of the Sales Research 
Bureau, predecessor of L.I.A.M.A. 


Ransom, Mitchell Raised 


Charles W. Ransom and Henry B. 
Mitchell have been appointed divisional 
managers of Equitable Society’s salary 
savings division. Mr. Ransom heads the 
south central department in Kansas 
City, Mr. Mitchell the northeastern de- 
partment, at the home office. 

Mr. Ransom joined Equitable in 1946. 
He was appointed a district manager at 
Kansas City in 1948. He is a veteran. 

Mr. Mitchell joined the claims de- 
partment in 1937 and the salary sav- 
ings division in 1947. He was appointed 
field supervisor of the Middle Atlantic 
department in 1951. 


Big Manhattan Midwest Gain 
The midwestern division of Manhat- 
tan Life had a 49144% gain in new paid- 
for business for the first eight months 
of the year as compared with the cor- 
responding period in 1951. It is headed 
by H. J. Nelson, agency superintendent. 
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to the American College 
of Life Underwriters on its 25th anniversary. 
Its advancement of the CLU program is a 
notable contribution to Life Insurance and to 


the American Way of Life. 
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The Equitable Life of lowa has long endorsed and 
supported the CLU movement. It contributes to the 
Cooperative Fund and includes CLU studies as an in- 
tegral part of its training program. 
graved CLU keys to graduating candidates and pays 
their expenses to attend the conferment exercises. 

The Equitable Life of lowa is proud of its 40 associ- 
ates who have earned the CLU designation and of 
the many Equiowans now completing CLU study. 


It presents en- 
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Neb. Institute Sponsors 
Are University, Federation 


The program for an insurance insti- 
tute sponsored by University of Ne- 
braska and Insurance Federation of that 
state at Lincoln, Oct. 31-Nov. 1 is 
shaping up. There will be diversion the 
afternoon of Nov. 1 in the form of at- 
tending the Nebraska-Missouri football 
game. 

There will be speakers from both the 
life-A. & H. and property insurance 
fields on each of four subjects which 
are: Underwriting trends, distribution 
developments, investment problems and 
relations with government. Ralph Louns- 
bury, president of Bankers National 
Life of Montclair, N. J., will address the 
banquet Oct. 31 on current trends, prob- 
lems and developments in insurance. 

The speakers include H. Lewis Reitz, 
vice-president of Lincoln National Life, 
and Paul Wilson, executive vice-presi- 
dent of Planet of Detroit, on under- 
writing trends; Charles J. Zimmerman, 
managing director of Life Insurance 
Agency Management Assn., and Carle- 
ton I. Fisher, prominent local agent of 
Providence, R. I., on distribution devel- 
opments; Dr. James O’Leary, invest- 
ment analyst of Life Insurance Assn. of 
America, and Shelby Cullom Davis, spe- 
cialist in insurance stocks at New York, 
on investment problems, and Robert L. 

ogg, executive vice-president of 
American Life Convention, and Milton 
W. Mays, director of Insurance Execu- 
tives Assn., on relations with govern- 
ment. 


Frank L. Jones Still Living 


In an article in the third convention 


daily published by THE NATIONAL 
UNDERWRITER in connection with the re- 
cent N.A.L.U. convention it was er- 


roneously indicated that Frank L. Jones, 
former agency vice-president of Equi- 
table Society, had died. 





“Life-Notes” in New Format 


“Life-Notes,” the National Assn. of 
Life Underwriters publication, has 
adopted a new format beginning with 


jthe September, 1952, edition. The first 


issue of the 23rd volume is in “news- 
letter” format. In discussing the new 
format, the editors write that “Life- 


Notes in the future will attempt to 


Life with 





F. G. McNamara 


highlight for N.A.L.U. members all de. 
velopments in the business with which 
they and their association are directly 
concerned.” 





Names Ray-Gold Agency 
The Ray-Gold agency, Brooklyn, ha; 


been appointed general agent for Eagt. | 


ern Life. Abraham H. Ray, forme 
general agent for Eastern, has joineq 
with Reuben Goldberg, who organizeg 
the Goldberg general insurance agency 
representing fire and casualty companies 
in 1944, to form the new agency. Mr 
Ray has been in the life insurance bugj. 
ness since 1910; Mr. Goldberg has been 
in the insurance business since 1921, 





“Punched Card Accounting" 


J. L. Batchler, vice-president and see. 
retary of Kansas City Life, has intro. 
duced a revised edition of his “‘Punched 
Card Accounting in a Life Insurance 
Company.” 

The new 154-page issue has been pub- 
lished by Life Office Management Assn, 
110 East 42nd street, New York City, 
17. Cost is $4. 





Constructive Ideas Pay Off 


Cash awards up to $50 have been 
distributed to staff members of Pa- 


cific Mutual Life for constructive sug- | 


gestions on improving company ppro- 
cedures. 


Colonial Rally Is Sept. 25-27 


Colonial Life is holding its annual 
convention at Atlantic City, Sept. 25-27, 
for which more than 150 managers and 
agents have qualified. 





The program will get under way | 


Thursday with a luncheon and in the 


evening there will be a reception and | 
banquet, featuring talks on ‘Vital Fac. | 


tors in Selling’. 


Friday morning there will be a sales | 


session, followed by a reception and 
luncheon for members of the President's 
Club and the Clic Club, honor organiza- 
tions. 


Saturday morning there will be a / 


talk by James G. Bruce, vice-president 


and secretary, on “What Is This Thing | 


Called Competition”. Benjamin N, 
Woodson, CLU, managing director of 
National Assn. of Life Underwriters, 
will address the closing luncheon. 


McNAMARA AGENCY 
Waukesha, Wisconsin 





@ One of two leading agencies for past three years. 
© Greatest number of 1952 Star Leader qualifiers. 
@ Agency volume doubled in four years. 


Prior to becoming a General Agent, Mr. McNamara was a Field Supervisor for 
Old Line Life. In addition to building the largest agency outside the ‘Home 
Office" area, he has found time to serve as President and Director, Wisconsin 
Life Underwriters Association; Committee Chairman, National Association of 
Life Underwriters; Vice President, Wisconsin Life Managers and General Agents 


Association. 









INSURANCE COMPANY OF AMERICA 
HOME OFFICE: MILWAUKEE 
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Rskend Home Life, Heads Claim Assn. 


(CONTINUED FROM PAGE 1) 








the insured’s estate nor anyone else, in- 
cluding the state itself, should be al- 
lowed to recover the face amount. 

Essentially identical with the prob- 
lems involved in homicidal beneficiary 
cases are those resulting from an as- 
sureds’ deliberate infliction of injury to 
themselves, Mr. Blackwell remarked. 
He suggested these be disposed of on 
the same basis. 


Reviews Group History 


Briefly recalling the history of group 
insurance and the accompanying changes 
in underwriting approach, C. Manton 
Eddy, vice-president and secretary of 
Connecticut General Life, in his talk 
observed that the most telling single 
impetus was given by enactment of 
compulsory disability laws in a few 
states. The result was that many cas- 
ualty and life companies entered the 
field, thereby expanding both the cov- 
erage and the market. ; 

Because of the growth of state medi- 
cal plans and hospital admission plans, 
uniformity in group insurance, while 
dificult to secure, would be tremen- 
dously advantageous, Mr. Eddy said. 
Through the efforts of the International 
Claim Assn. and Health Insurance 
Council, much has been accomplished in 
this direction even though group cov- 
erages seem to be increasing in com- 
plexity and variety. 

Growth of programs which are the 
product of bargaining tables where un- 
ion leaders sit with representatives of 
management—frequently those of more 
than one company—has not simplified 
the problem of coverage, the speaker 
said. Frequently agreements reached in- 
clude minor deviations from standard 
benefits and it obviously is more diffi- 
cult to revise such agreements than it 
would be if it merely were a matter of 
reviewing with a single employer the 
needs for a slight change. 

The speaker opined that group men 
have permitted more complexities to 
grow into coverages than are important 
or necessary, adding, however, that he 
doesn’t believe the degree of standardi- 
zation or simplicity which often seems 
desirable ever will be reached. 


Expansion Bucks Compulsory 


The record of expansion which private 
voluntary plans have. established re- 
duces the likelihood of compulsory 
health programs, Mr. Eddy opined. 
Even the expansion of income disability 
plans as compulsory programs in addi- 
tional states in the near future is un- 
likely. It is true that there are possi- 
bilities that legislatures in Massachu- 
setts and Connecticut will decide in 
favor of compulsory programs, but in 
the state of Washington where the only 
direct test was placed before the peo- 
ple, the compulsory principle was con- 
vincingly rejected. Adoption of compul- 
sory programs in many cases offers less 
than present-day benefits, he said. 

In the desire to give better coverage 
to the public, Mr. Eddy emphasized that 
there must not be an abandonment of 
the basic principles of underwriting. 
Over the years, he said, certain under- 
writing restrictions have been found es- 
sential, and they should not be com- 
promised. 

One of the most important group cov- 
erages, which will become increasingly 
so over the next decade, is the so-called 
catastrophe insurance or major medical 
msurance, according to Mr. Eddy. Many 
companies, he said, are even offering in- 
ga A. & H. coverages of the same 
ype. 


Outlines Ideal Plan 


Outlining the general pattern of a 
good group plan, Mr. Eddy said that 
first the unit must be a cohesive one 
Whose membership is clearly defined 
and whose existence is based on some 
other motive than that of obtaining in- 
surance. Benefits, he went on, should 
be determined by a plan precluding in- 
dividual selection by employes, and the 








employes eligible should also be deter- 
mined by preventing individual selec- 
tion. There should be a definite and 
economical method of securing and 
maintaining a high enrollment in con- 
tributory cases, and there should be a 
central administrative organization, able 
and willing to act for the group, and a 
simple method of collecting employe 
contributions. The economical and un- 
derwriting advantages of group insur- 
ance ail stem from the two latter funda- 
mental points, he stated. 

Dr. Howard A. Rusk, New York uni- 
versity college of medicine, chairman 
health resources advisory committee, 
office of defense mobilization, described 
increasing longevity as causing one of 
the most important problems of the 
day, that of combating the chronic dis- 
eases that result from physical disabil- 
ity which will increase correspondingly 
as the population becomes older. This 
is a problem for the nation as a whole, 
and not for any one agency or group, 
he said. 

Some of the more vexing insurance 
problems were considered by Harold M. 


Stewart, executive vice-president of Pru- 
dential, in his talk. As methods of 
combating a shortage of help, he sug- 
gested use of adults and students on 
a part time basis, night shifts of clerical 
workers who have home or other day- 
time duties, and the calling back of re- 
tired employes. Other ways would be 
to give present employers more in- 
to give present employes more _ in- 
work, and to increase the abilities of 
supervisory people. 

Turning to the claim man’s work, Mr. 
Stewart observed that while prompt and 
fair claim payment is essential, it is not 
enough. When delay is unavoidable or 
denial necessary, the claims man must 
be able to reconcile so judiciously that 
the claimant will appreciate the fairness 
of the company’s position. Not easy, 
and sometimes impossible, he said that 
the problem is one the claim man’ must 
handle satisfactorily daily if insurance 
“a strengthen its hold on public good 
will. 


Program on Health, Welfare 


Mutual Broadcasting System, with the 
guidance of Institute of Life Insurance, 
will introduce “The Search That Never 
Ends,” Tuesday Sept. 30, 9:05-9:30 
p.m., EST. 

The program, to be run weekly, will 





deal in broad terms with the develop- 
ment of anti-biotics; combating heart 
disease and cancer; problems of obesity; 
family budgeting, and longevity and re- 
tirement. 








At the Texas trained seals breakfast held 
during the N.A.L.U. convention at Atlantic 
City: Clarence J. Skelton, Republic Na- 
tional Life, Dallas, and Eddie Dyer, 
Southland Life, Fort Worth, president of 
the Texas association. 
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The Proposal to Raise N.A.L.U.’s Dues 


What is going to be the solution to 
the problem of providing a more ade- 
quate income for the manifold activities 
of the National Assn. of Life Under- 
writers? An additional $2 a year raise 
in dues to the National association 
doesn’t seem like very much in view of 
the vast amount that could be accom- 
plished by an extra $2 from each of 
some 55,000 members. Nevertheless, 
for a lot of agents who are just barely 
making ends meet, and perhaps not 
that, an extra $2 a year could well be 
the difference between continuing to be 
a member of their local life under- 
writers association and dropping out 
and letting the other boys carry the load. 

When it became known that the 
board of trustees was planning to raise 
the dues at the Atlantic City meeting, 
there were protests from some of the 
largest associations. Presumably the 
leaders of these organizations knew the 
temper of their members and felt it 
would be a difficult matter to get them 
to come across with another $2 a year 
and that it would undoubtedly make it 
difficult to keep the present number of 
members, to say nothing of increasing 
the roster. 

One of the suggestions made during 
the national council discussion of the 
subject at Atlantic City was that there 
be a graded dues scale, reflecting the 
amount of business done by the mem- 
ber. This suggestion was of course 
immediately open to the criticism that 
it would be a tremendous and perhaps 
impracticable job to make sure that 
members paid in the right bracket and 
it is certainly a formidable objection to 
a sliding scale plan. . 

We are not for or against a sliding 
scale of dues but we feel it is worth 
more than passing consideration. It is 
a fact that the National Assn. of In- 
surance Agents, which more or 
corresponds to N.A.L.U. in the fire- 
casualty field, has for some time been 
operating on a graduated dues basis. 
Naturally, it is easier to judge how 
much business a local agency does than 
how much an individual life agent does, 
but even so there might be practicable 
ways of determining, at least reason- 
ably closely, how much business a life 
agent does and what dues category he 
should be placed in. For one thing, 
there is a certain element of pride in- 
volved. Not many agents, we would 
guess, are such shameless chiselers that 
they would substantially understate 
their writings to gain what would be 
at the most a few dollars a year advan- 
tage in dues classification. 

And even granted that there would 


less 


be a certain percentage of members who 
would feel no shame in driving a Cad- 
illac while claiming the lowest dues 
bracket, we believe that most members 
would classify themselves honestly. Per- 
haps the losses on the chiselers would 
be offset by the gains due to those who, 
because of pride, reported themselves 
as doing more business than they ac- 
tually did. 

Under any graduated system, there 
are always a few who get away with 
paying less than they deserve. But the 
big majority understand this and are 
more anxious than ever not to put 
themselves in the class of the cheaters, 
however much they may be annoyed at 
their chiseling. 

Whether a graduated scale of dues 
can be philosophically defended is an- 
other question but apparently there is 
no real difficulty on that score. Of 
course, it could be argued that the 
modest livelihood of the marginal pro- 
ducer that the N.A.L.U. helps him pro- 
tect is just as important to him, and 
perhaps more important than the bigger 
income that the star producer gets out 
of his efforts, which are also helped 
by N.A.L.U.’s work. Nevertheless, the 
prevailing attitude seems to be that 
everything is pretty much proportional 
and consequently that the dues should 
be proportional. Or at least the view- 
point can be supported, particularly 
since there is the practical angle that 
the big producer can afford to pay more 
than the small producer, while there is 
the further practical angle that it is per- 
haps wiser to take the small producer’s 
smaller contribution than to lose him 
entirely, while still collecting from the 
bigger producer the higher amount that 
he can afford. 

Actually, the entire question tends to 
get somewhat muddled because it is cer- 
tainly a fact that the life agent pays 
far less than most other organizations 
collect from their members who are 
engaged in anything like comparable 
activities. Rather than resorting to any 
such complicated device as sliding scales 
of dues, it would be far better if all 
producers, small and large, realized the 
important work that N.A.L.U. can do 
for them, for in that case an extra $2 
a year would seem like the trifling 
amount that it actually is when com- 
pared with the services N.A.L.U. can 
perform if it has this extra income. 

As is probably true in many other 
lines of business, too few life insurance 
men are willing to make the investment 
in time and money to keep themselves 
constantly progressing toward higher 
levels of earnings and professional com- 


petence. 
N.A.L.U. leaders have wisely left a 
year in which to merchandise to the 


be begun at once and not left until jug 
before next year’s annual meeting, when 
the question will come up for a decisjog 








membership the need for this higher that may well affect the scope of 
income. There is a need and an oppor- N.A.L.U.’s activities for many years 
tunity for a real selling job. It should to come. 





M. O. Allen, Tennessee insurance 
commissioner, has entered Mid-State 
Baptist hospital for several days for 
examination and treatment. He went 
into the hospital after taking action on 
an automobile liability rate increase. 

Nicholas M. DeNezzo, assistant su- 
perintendent of agencies of Aetna Life, 
observed his 45th anniversary with the 
company Sept. 18. He joined Aetna in 
1907 and became head of the dividend 
division. He later joined the life agency 
department and subsequently served as 
supervisor of the conservation unit, 
agency assistant and supervisor of field 
service. In 1938, he was appointed field 
supervisor and 10 years ago was pro- 
moted to his present position. 

Ray S. Robison, regional manager of 
Franklin Life at Kansas City, will re- 
turn from his tour of duty in the air 
force Oct. 5. He has been at Shaw Air 
Force Base in South Carolina where he 
has been a major and deputy materiel 
commander. 

R. L. McGinnis, president, and John 
D. Carmody, vice-president and general 
counsel of New World Life, are in 
southern California inspecting company 
investments there totaling about $30 
million, principally real estate loans. 

Mildred F. Stone, director of policy- 
owner service for Mutual Benefit Life, 
will discuss “What Your Beneficiary 
Should Know About Life Insurance” at 
the Finance Forum for Women at 
Chattanooga Sept. 23. 

Cecil Woods, president of Volunteer 
State Life, has been named chairman 
of the big gifts committee of the 
Chattanooga community chest. 

Ellsworth A. Roberts, president of 
Fidelity Mutual Life, has been appointed 
state insurance chairman for the ob- 
servance of 1952 Pennsylvania week, 
Oct. 13-19. The week is observed an- 
nually under the sponsorship of the state 
department of commerce to highlight 
the commonwealth’s resources and pro- 
ductivity. 

Harry J. Volk, 
charge of Prudential’s western home 
office operations, addressed the Los 
Angeles Advertising Club on “The Five 
Pillars of Public Esteem,” which he 
said is essential for the continued ex- 
istence of any product or company. 

Horace Brower, president of Occi- 
dental Life of California, has been ap- 
pointed general chairman of the 1953 
March of Dimes commerce and_in- 
dustry committee at Los Angeles. 

C. W. Van Beynum, manager of pub- 
lic information and advertising of Trav- 
elers, is a candidate for the Connecticut 
legislature from his home town of Port- 
land. He entered the race at the request 
of the young Republican organization of 
the state. 


vice-president in 





Metropolitan Life bought $9,761,000 
of the $30 million 334% mortgage pipe 
line bond privately placed by El Paso 
Natural Gas Co. 








ALBERT L. ALLEN, who operate 
a general insurance agency at Harris. 
burg, and who died at the age of 65 
during the last 25 years had led th 
casualty department producers of (Co. 
lumbus Mutual Life. His average an. 
nual premium income was nearly $250. 
000. He had specialized in limited ac. 
cident insurance for auto club members, 
He is credited in some quarters with 
having originated that type of business 
which now is being written by five lead. 
ing insurers as well as Columbus My. 
tual. He was responsible for putting 
more life insurance on the books jor 
Columbus Mutual than any other agency 
in Pennsylvania. He had been a direc. 
tor of Columbus Mutual for the past 39 
years. 

Funeral services were attended by 
Carl Mitcheltree, president of Columbus 
Mutual Life, and George Davies, man- 
ager of the A. & H. department. 


JAMES M. STREET, 82, retired sec. 
retary of Benefit Assn. of Railway 
Employes, died at Fort Lauderdale, 
Fla., where he had been making his 
home, after a long illness. 


CHARLES W. GAMMON, 86, re- 
tired director of National Life of Ver- 
mont and for 33 years with the Massa- 
chusetts state agency at Boston, died in 
Hingham, Mass., nursing home. He was 


a past president of the Boston Assn. of 


Life Underwriters. 


HAROLD C. NOLTING, 60, former. 


superintendent of agencies in the New 
York and southern districts for Equi- 
table Society, died. He joined Equitable 
in 1910 as a clerk in St. Paul. Subse- 
quently he was appointed district man- 
ager. He later was an agency manager 
in Jacksonville, Fla., following which 
he was superintendent of agencies. From 
1935 to 1945 he was agency manager in 
Syracuse and at the time of his death 
was associate manager there. 


DR. BLAINE W. CLAYPOOL, 61, 
medical examiner for a number of life 
companies at Chicago, who had his of: 
fice at 1 North La Salle street, died 
in West Suburban Hospital, Oak Park. 
He was a resident of that suburb. 


DR. B. H. OLSON, 64, formerly 
medical director of Great-West | Life, 
died at Winnipeg. Dr. Olson joined 
Great-West Life in 1931 as assistant 
medical referee. In 1946 he was ap- 
pointed associate medical director and 
the following year was named medical 
director. He retired in 1950. 

HARVEY A. MILLER, 78, an agent of 
Mutual Benefit Life of Columbus, 0, 
died there. He entered life insurance in 
1924. Before that he had been sports 
editor of the Columbus Dispatch. 

MRS. VADE M. STROHM, 64, for many 
years secretary in the Portland office of 
the Oregon department, died following 
a long illness. 





Vernon W. Holleman, manager of 
Home Life, Washington, D. C., was 
honored on his 25th anniversary with 
the company with a special ceremony 
and dinner. 
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OBSERVATIONS 


Tactful Solution 


Because the female usually predomi- 
nates numerically among personnel of 

life insurance company, a_ touchy 
problem often is whether or not women 
employes should be permitted to smoke 
at their desks. 

Confronted with this problem, Powell 
B. McHaney, president of General 
American Life, found a convincing an- 
swer to it to the satisfaction of everyone 
involved — including the women them- 
selves. The women voted to decide 
whether they wanted smoking privileges. 
The answer was a decisive 241 against 
the idea with only 94 favoring it. 





Another Collection Economy 


A new, convenient and exceedingly 
simple method of collecting monthly 
premiums on life business has just been 
introduced by Pacific Mutual Life. 

Developed by I. I. ‘Reeve, planning 
and coordinating director, the new sys- 
tem, designated “The Budget Pack 
Plan,” eliminates monthly premium no- 
tices, providing instead for annual mail- 
ing to. policy holders of a “budget pack” 
‘comprising a container envelope, im- 
printed to function as a reminder and 
record of payments made and containing 
a dozen return envelopes, each identi- 
fied as to policy number and due day. 
With his budget pack at hand, the pol- 
icyholder enjoys the convenience of be- 
ing able to write and mail his premium 
check when taking care of other month- 
ly payments. 

Concurrently, agency accounting rou- 
tine on monthly premium business is 
being simplified, and in addition to in- 
creased convenience and time saving, it 
is anticipated that substantial economies 
will result from adoption of the new 
system. 








Better Business Bureau Is 
Raising Insurance Fund 


Association of Better Business Bureaus 
has begun to campaign to raise $200,000 
needed to handle the insurance inquiries 
received by the local bureau offices. A 
mail solicitation is being made of the 
insurers with requests for contributions 
based on the size of the companies. 

The bureau states that last year the 
local bureaus handled 80,467 calls on 
insurance. Of these 30,511 were con- 
cerned with life; 17,914 with casualty; 
surety and fire, and 32,042 with A. & H. 
By far the majority of these were in- 
quiries only, about 5,500 being com- 
plaints. 


Practically all companies are subject 
of calls. A volume of inquiries is usually 
stimulated by large-scale sales and ad- 
vertising campaigns, or by distinctive 
policy form or sales methods. Changes 
in procedure and confusion over similar 
company names also bring a large num- 
ber of inquiries. 


New and Old 











At the luncheon of the General Agents 
& Managers Conference of National Assn. 
of Life Underwriters during the N.A.L.U. 
meeting in Atlantic City, Charles W. 
Campbell, left, Prudential, Newark, the 
retiring chairman, was presented a plaque 
“in recognition of his outstanding service 
as first chairman of the General Agents & 
Managers Conference.” Making the pres- 
entation is Mr. Campbell’s successor as 
chairman, John D. Marsh, Lincoln Na- 
tional, Washington, D. C., who that after- 
noon was advanced from secretary to vice- 


president of N.A.L.U. 





List L.A.A. Conference 
Exhibits, Classifications 


More than 398 exhibits in 18 classifi- 
cations have been entered thus far by 
81 life companies for the approaching 
Life Advertisers Assn. conference Sept. 
29-Oct. 1 at Montreal. The exhibits 
represent effective public relations, 
sales promotion, advertising methods. 

Classifications and the number of 
entries are as follows: Field magazines, 


49; annual reports, 41; sales aids, 39; 
group coverages, 17; A. & H., 18. 
Other classifications: Material to 
motivate agents; prestige builders; re- 
cruiting material; direct mail; wall 
calendars; greeting cards; policyholder 
material; brokerage material; employe 
relations; national magazine advertis- 
ing; newspaper advertising; trade jour- 


nal advertising; public relations. 


Bliss Elected eatin 
of Ohio Builders Club 


Samuel S. Bliss of the Fred E. 
Kramer agency at Erie, Pa., for Ohio 
National Life, has been elected presi- 
dent of the company’s Builders Club, an 
honor organization composed of lead- 
ing producers throughout the nation. 

Mr. Bliss joined Ohio National in 
1935 and has consistently earned a place 
among the company’s leaders He is a 
life member of Pennsylvania leaders 
round table. Again this year, Mr. Bliss 
earned the national quality award, and 
has been a member of the company’s 
app-a-week club for over 16 years. 

Other officers are: Vice-presidents, 
C. H. Brittan, general agent at Alliance, 
Neb.; W. W. Bassett, pie gi agent at 
Granite City, Ill, and Ivan Helm- 
kamp, L. A. W ood agency, Spcinefeld, 
Mo.; secretary, Don D. Brown, J. W. 
Millholland agency, Columbus, O. 


Plan San Antonio Club 


A temporary organization for devel- 
opment of an Insurance Club at San 
Antonio, similar to the one at Dallas, 
has been formed. The temporary di- 
rectors are A. B. Haston, A. B. Has- 
ton Claims Service; Carlos Coon of 
Coon, Browning, White & French 
ae Luther Beery, Beery agency; 

Abbe Strunk, Strunk agency; E. B 
Maore Aetna Casualty; Allan Barwise, 
General Adjustment Bureau; Marion A. 
Coulter, Paul Revere Life; W. C. Law- 
rence, Home, and Bruce Parker, life in- 
surance broker. 

An organization committee of 27 
members has been set up and when 150 








Hiller Heads N.A.L.U. ‘53 


Nominating Committee 


Walter N. Hiller, Penn Mutual, 
Chicago, outgoing chairman of the 
Million Dollar Round Table, was 
elected by the nominating com- 
mittee of National Assn. of Life 
Underwriters to serve as chair- 
man. Other members of the com- 
mittee elected at the N.A.L.U. 
convention at Atlantic City are: 

Agents having no managerial or 
supervisory duties: N. H. See- 
furth, Northwestern Mutual, Chi- 
cago, and R. B. (Tilly) Walker, 
New York Life, Hollywood, Fla. 

Managers or general agents: 
Herbert R. Hill, Life of Virginia, 
Richmond, and Oren D. Pritch- 
ard, Union Central Life, Indian- 


. Hiller was a member of 
last year’s nominating committee. 





members have signed, it is planned to 
elect permanent officers and set up 
headquarters. All branches of insurance 
are to be represented. It is hoped that 
the organization may be completed by 
Chet. I, 


Iowa Law Firm Change 


Earl C. Ryan has become a member 
of the Des Moines law firm of which 
Sterling Alexander, former lowa_ com- 
missioner, is a member and which is 
now to be known as Alexander, ‘Ryan & 
Merryman, in the Savings & Loan build- 
ing, Des Moines. 





Money Talks 


© (Gea 





DIRECT CONTRACT opportunities in 
Indiana, Ohio, lowa, Kentucky, Missouri, 
Arkansas and Mississippi. A complete 


line of: 
e SICKNESS 


LI F E e HOSPITALIZATION 


Your reply held confidential. Write to: 
J. DeWitt Mills, Supt. of Agents 


MUTUAL SAVINGS 


e ACCIDENT 





5701 WATERMAN ST. LOUIS 12, MO. 
« 




















CENTRAL STANDARD LIFE 


Grounded (W05—> INSURANCE COMPANY 


211 W. Wacker Drive 


ALFRED MacARTHUR 
Chairman of the Board 


Chicago 6 


All forms of Life # Accident &% Health 





E. H. HENNING 
President 
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Mutual Benefit Fetes Hall 
W. L. Hall of the Louisville agency 

of Mutual Benefit Life was feted at a 


luncheon marking his honorary mem- 
bership in the Weekly Producers Club. 


September 19, 1959 








Mr. Hall has 1,000 weeks of consecutive 
production. He received a diamond pin 
and a plaque from A. C. Hansch, di- 
rector of agency personnel, and S. A. 
Monroe, who is director of field super- 
vision. 





INSURANCE WITH 


IMAGINATION 





There is an unlimited demand for Union Mutual’s Employee 
Benefit Plans— Life, Sickness and Accident, Hospital and 
Surgical coverages for small businesses with 5 to 24 employ- 
ees. But most important are the extra plus values of this plan 
both to the policyholders and to the agent..... 


PLU 


for extras. 


Flat premium for both men and women. 
Up to 70 days full daily benefit. 
Up to $10 daily hospital benefit with 5 or 10 times 


Weekly indemnity can be written on either a full or 
non-occupational basis. 


Each employee may select the amount per day most suited 
to his requirements. Employees need not all be insured 


for the same amount. 


Last but by no means least, an excellent prospecting device 
for the agent—every member of the plan is an exce lent 
prospect for more insurance. 


Today it’s the PLUS values that make the difference! 


UNION MUTUAL 


LIFE INSURANCE COMPANY +* Home Office 
Portland, Maine « Rolland E. Irish, President 


Robert C. Russ, Agency Vice President 











GLOBE LIFE INSURANCE COMPANY 
OF ILLINOIS 


I Wanslotthi(-W.Vo(-velontal Gro} atnesTores 


COMPLETE LIFE INSURANCE 
COVERAGES — AGES 0-60 


For Particulars Write Home Office 


159 North Dearborn St., Chicago 1, Illinois 


WILLIAM J. ALEXANDER, PRESIDENT 
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C. G. Hill Is Mass. 
Mutual Group Chief 


Group Secretary Charles G. Hill has 
been placed in charge of group insur- 
ance operations of 
Massachusetts Mu- 


tual Life. General 
direction formerly 
was handled by 
Vice-presi- 
dent Richard C. 
Guest, but grow- 
ing requirements 


on his time and the 
feeling on the part 
of management 
that the person 
charged with the 
responsibility of ad- 
ministering group 
affairs should de- 
vote full time to the job necessitated 
the change. 

Mr. Hill joined Massachusetts Mu- 
tual as an actuarial assistant in 1942 
and became an assistant actuary in the 
group department in 1946. He was ap- 
pointed group secretary in 1948. 

Mr. Hill is a member of the Society 
of Actuaries, the Actuaries Clubs of 
Hartford and Boston. He at one time 
was with Sun Life of Canada. 


Prudential Names Morris, 
Nelson Training Managers 


Prudential has promoted Robert M. 
Morris, assistant manager at Los An- 
geles, to field training manager for the 
ordinary department at the western 
home office. The company has also ad- 
vanced Ruben L. Nelson, recruiting con- 
sultant at Los Angeles since last year, 
to district training manager. 

Mr. Morris joined the company at 
Newark in 1945, and became assistant 
manager there in 1947. He was appoint- 
ed assistant manager at Los Angeles 
last January. 

Mr. Nelson has been with the com- 
pany since 1947. He was appointed staff 
manager at Long Beach in 1949. 





Cc. G. Hill 








Johnson, Hemmingson 
Go With Southland Life 


W. Neil Johnson, Jr., has been ap- 
pointed assistant treasurer of South- 
land Life, and George T. Hemmingson, 
Jr., has joined the investment depart- 
ment. 

Mr. Johnson joined Southland Life 
from the Citizens National Bank of 
Denison where he was vice-president 
and loan officer. He had _ previously 
been with the National City Bank of 


Dallas, and the FBI. 
Mr. Hemmingson, a navy veteran, 
had formerly been in the investment 


banking business. 


Chader Joins Berkshire 


Harold W. Chader has been appointed 
assistant superintendent of agencies of 
Berkshire Life. 

A native of Hartford, Connecticut, 
Mr. Chader began his life insurance 
career in that city in the home office 
of Connecticut Mutual Life in 1930, He 
was transferred to the Boston agency 
in 1935 and served there until 1945, 
when he was made general agent in 
Springfield, Mass. 

Mr. Chader is former president of 
Springfield Life Underwriters Assn. and 
also past president of General Agents 
& Managers Assn. 








Mrs. McNellis to Head Library 


Mrs. Janet McNellis has been pro- 
moted to head the research department 
library of Mutual Life. 

She has been with the company since 
1943, serving as assistant librarian from 


1947 to 1951, when she was appointed 
a research analyst. 


Baltimore Life Promotes 
Four in Agency Departmen 


Baltimore Life has appointed J. Ver. 
non Gilliss administrative assistant jp 
charge of field accounting and methods, 
His last position was agency account. 
ant. Mr. Gilliss joined Baltimore Life 
in 1937. 

B. Frances Lefever has been made 
director of sales planning. He has ad. 
vanced from supervisor of field service, 
He joined the company in 1928 as an 
agent in Lancaster, Pa. 

Marlin W. Morgan has been named 
assistant superintendent of agencies, 
His last post was home office super. 
visor. He went with Baltimore Life as 
an agent at Pottsville, Pa., in 1934, 

Joseph M. White, Jr., is the new di- 
rector of training. His previous pogsi- 
tion was director of home office schools, 
He joined the company in 1914. 








National Life of Canada has named 
B. B. Hayes a director. 


DUR ANSWERS in 


the AGENCY MINDED 
LIFE UNDERWRITE 


< 





QUALITY mutuaL 
COMPANY 


Best's Highest Rating 

Over Half Century Old 
Over $350,000,000. Insurance 
Over $115,000,000. Assets 
Over $9,500,000. Surplus 
Full Level Premium Plan 
Sub-Standard Issuance 
Very Low Net Cost 


QUALITY COMPENSATION 


Generous for Underwriter 
Unusual General Agency’ Plan 
A Fine Retirement Plan 
Very Well Vested 


QUALITY taininc 


Home Office Schools « « « for 
New Life Underwriters 
General Agents _ 

Refresher Training Schools 
At Company Expense 


QUALITY territories 


Often possible .. . for 

An Agency Minded Man 

Who wants to build 

A Compact Quality Agency 
Write to 


CENTRAL LIFE 


ASSURANCE COMPANY 
DES MOINES, IOWA 
1896 1952 
A MUTUAL COMPANY 
One of Mae Bes} 
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NEWS OF LIFE 


ASSOCIATIONS 





Richardson Tells How He 
Follows Buying Cycle 


Don Richardson, American National, 
past president of Austin (Tex.) Assn. 
of life Underwriters, addressed the San 
Antonio association on “Hot Selling 
with Cold ‘Logic and a Pencil.” He ex- 
plained that this means following the 
buying cycle, using the pencil to ex- 
plain his points as he makes his presen- 
tation. 

Mr. Richardson takes his pencil and 
draws a circle which represents the 
course of life from birth to death. He 
divides the circle into four parts, call- 
ing attention to the period from birth to 
91 as the learning period; 21 to 65 
years as the earning and consuming 
period, at the end of which there will 
still be need for income because when 
the earning period ends the consuming 
period continues. The final period he 
called the yearning period. 

Mr. ‘Richardson said that when the 
young man can only save a_ small 
amount he presents a 20-year plan with- 
in the financial ability of the man and 
his wife, making the presentation in the 
presence of the wife when the young 
man is married. 

He stressed the importance to the in- 
dividual of life insurance as a_ basic 
property which may be used in his 
later years. He presents the type of pol- 
icy which is within the reach of the 
prospect, using the limited pay, either 
the 20-pay policy or endowment at 65 
or earlier, if that is the solution which 
appeals to the prospect. 





Arizonans Hear Republican 
Candidate for U. S. Senate 


The average American family last 
year spent $400 more than it made, 
Barry Goldwater, Republican  candi- 
date for the U. S. Senate, declared in 
a talk on the effect of inflation on life 
insurance and the national economy at 
the September meeting of Arizona Assn, 
of Life Underwriters at Phoenix. 

To stem inflation, Mr. Goldwater 
called for balanced budgets; increased 
production encouraged by reduced tax- 
es, and the elimination of wage and 
price controls. The greatest need, he 
pointed out, is the will ‘of the people to 
accomplish these remedies. 


Major Chairmen Named 


Chairmen of three major committees 
of the California Assn. of Life Under- 
writers have been appointed. Thomas 
W. Reneau, Modesto, and George M. 
Scott, Metropolitan Life, Los Angeles 
are co-chairmen of a committee for the 
N.A.L.U. building fund with members 
representing all the local associations. 
James M. Hamill, Equitable Society, 
San Francisco, is chairman of the by- 
laws committee and Henry E. Belden, 
Union Central Life, Los Angeles, heads 
the special committee on C.L.U. 


Roe Walker S. F. Speaker 


Leading Life Insurance Producers of 
an Francisco will hold their second 
meeting of the year Sept. 22. Roe 
alker from the home office of North- 
western Mutual will speak on ‘“Impor- 
tant Words and Phrases in the Close.” 





Seattle—The week of Sept. 22 has been 
designated L.U.T.C. week by the state 
association’s L.U.T.C. committee, and a 
special drive is being made to enroll 
students for classes starting this fall. 
Classes will be held by all local associa- 
tions throughout Washington this year. 


Santa Anita, Cal.—Herman Wulfsberg, 
Northwestern National Life, Long Beach, 
Spoke on “Sales Ideas You Can Use To- 
day” at the Pasadena-San Gabriel Valley 
association meeting. 


Se Francisco—The association has 
ype 47 “builders” under the program 
of, raising funds to construct a home 

ce building for the National associa- 
on. A new series of monthly meetings 





was started with a breakfast meeting. 
A panel was presented by members who 
had completed the L.U.T.C. on the sub- 
ject “L.U.T.C. Ideas Bring Sales”. Seven- 
teen members who had recently com- 
pleted parts I and II of the course were 
presented credentials. 

Topeka—A film of the L.U.T.C. was 
shown at a breakfast gathering, the first 
meeting of the new year. First year 
L.U.T.C. cards were presented. 


Parsons—Roy Bennett spoke on “Mer- 
its and Disadvantages of the City Man- 
ager Form of Government.” 


Emporia—New officers are Anna Mae 
Bell, Franklin Life, president; Virgil 
Rice, Northwestern Mutual, vice-presi- 
dent; and T. Cecil Safford, Federal Life, 
secretary. 


Columbus, 0.—John O. Todd, North- 
western Mutual Life, Chicago, will ad- 
dress the business insurance and estate 
analysis seminar to be held Friday, 
sponsored by the C.L.U. 

Milwaukee—Officers elected at the fin- 
al spring meeting and headed by Arthur 
H. Neuhaus, Bankers Life of Iowa, are in 
charge of the opening meeting of the 
new series of monthly meetings Friday. 
The highlights of the year’s educational 
activities will be presented. Ken Jacobs, 
Jr., and Harry Taylor will discuss the 
L.U.T.C.; Walter C. Mayer, the C.L.U.; 
Jack C. Windsor, Life Insurance & Trust 


Council; Ellis H. Morgan, the school in 
advanced life underwriting of the Uni- 
versity of Wisconsin, and Clyde S. Coffel, 
the Life Insurance Leaders Round Table. 
The program of the state association 
will be presented by E. C. Ebersol, state 
president. A C.L.U. class in section D 
will be given at the University of Wis- 
consin at Milwaukee Friday afternoons, 
starting Sept. 26. John Botsch, vice- 
president of Marine National Exchange 
bank, will teach the course in corpora- 
tion finance and money and banking. 


Johnstown, Pa.—The association has 
pledged its support to the national non- 
partisan register and vote campaign of 
American heritage foundation in a “get 
out the vote” drive. They are urging 
all insurance men to use their influence 
to bring voters to the polls in November. 
William G. Blowers, Franklin Life, will 
speak on “All in the Day’s Work” at the 
first fall meeting. : 


Pittsburgh — David B. Fluegelman, 
Northwestern Mutual Life, new president 
of N.A.L.U., will speak at a meeting Sept. 
25 on “Twenty-One and Sixty-Three”. 


South Bend, Ind.—Robert R. Girk, Min- 
neapolis attorney, specializing in estate 
planning, business insurance agreements, 
corporation law and taxation, spoke on 
“Recent Changes in Business Insurance.” 








Charles F. Hague, Columbus, has 
been named a district sales manager 
for the Farm Bureau companies. 


COMPANIES 





Connecticut General 
Dividend Rate Increased 


Connecticut General Life has in- 
creased the quarterly dividend rate on 
its stock from 40 cents to 50 cents. This 
will be paid Oct. 1 to stock of record 
Sept. 20. A special dividend will prob- 
ably not be paid at the year end, the 
company indicated. 


Midwestern United Booklet 


Midwestern United Life has _ pub- 
lished a brochure entitled “Bright Star,” 
which outlines its gains in insurance in 
force to $51 million since the company 
was founded in 1948. The booklet was 
introduced at the annual Leaders Cele- 
bration at Mackinac Island, Mich. De- 
signed for prospective agents, it ex- 
plains company history, types of con- 
tracts, and various employe benefits and 
sales incentive programs. 





New Alabama Insurer 


Continental Union Life is being or- 
ganized in Alabama by Jack Cage & 


Co. of Dallas, which is underwriting 





Broad Insurance Coverage 
























































Nonparticipating Insurance 


Participating Insurance 


Accident & Sickness Insurance 
(Non-can., Guaranteed Renewable) 





























LINCOLN 








Retirement Plans 


Mortgage Redemption 


Juvenile Insurance 
Special Low Cost Plans 


Flexible Family Income Plans 


Impaired Risk Service 

Wide Age Range 

Salary Savings Systems 
Supplemental Term Riders 
A full line of Group Coverage 







NATIONAL LIFE 


INSURANCE COMPANY 


Fort Wayne 1, Indiana 
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manager for Ins. Co. of Texas, Con- 
tinental Fire & Casualty and Ins. Co. 
of Texas, and also for Continental 
Union Ins. Co. of Alabama, which is a 
property insurance company that was 
just recently organized. Stock in the 


Alabama companies is being sold to 
labor union members. Considerable own- 
ership of the Texas companies is with 
members of the Texas A.F.ofL. unions. 
Troy Slaughter of Houston is handling 
stock sales in Alabama. He was for- 





the record | 


speaks for / 


aself 7 


Uo 


Paid to Policyowners. .$238,500,000 


Insurance in Force 








KANSAS CITY LIFE INSURANCE 


COMPANY 


territory in 39 states and the District of Columbia 


(Since 1895) 


$917,500,000 


$262,000,000 
Yj 














An Old Line Company with an outstanding Record 


of the Low Net Cost. 


Ins. in Force December 31, 1951—$246,139,001. 
Agency Openings for Lutherans in 2] states. 


LUTHERAN MUTUAL LIFE INSURANCE COMPANY 


Waverly, Iowa 
aaa a a a annette, Fe has been with the company since 


merly business manager for Houston 
Sign Painters Local. 





Columbian National Starts 
Second Half Century 


Columbian National Life observed 
the start of its second half-century with 
exercises at the home office at Boston. 

President Julian D. Anthony wit- 
nessed the signature of Policy Registrar 
Mary E. Norris, as she put policy No. 
324390 in force, to mark the first policy 
issued in the company’s 51st year. 

In his remarks, Mr. Anthony pic- 
tured the small office in which business 
began in September, 1902, and drew a 
comparison with the company as it 
now stands. He thanked the staff for its 
loyalty and service, and announced that 
a new service award would be made 
retroactively to all employes who had 
been with the company for more than 
two years, but less than five. 


Plan Human Interest “Ads” 


Massachusetts Mutual Life national 
advertising for 1952-53 will feature 
human interest sketches by Norman 
Rockwell. Texts will be brief and in- 
formal, and the company signature will 
be subdued. 

The lead “ad” depicting a small boy 
on the way to his first day in school, 
will appear in the Saturday Evening 
Post, Sept. 27. It will appear in Time 
in October. 








Franklin in All States but N. Y. 


Franklin Life is now licensed in the 
District of Columbia and in all states 
except New York. It recently entered 
the six New England states. 

For the present, it will seek an area 
manager for New England, planning to 
appoint six state managers at a later 


~~ CHANGES 


Central Standard Names 
Fitzsimons Coast Assistant 


Central Standard Life has named 
Charles M. Fitzsimons assistant man- 
ager for the Pacific Coast at Pasadena. 
He will assist Lee '‘R. James, manager 
there since 1922. Mr. Fitzsimons was 
formerly assistant director of training 
for Occidental of California. He en- 
tered the business with that company 
at Denver. 














De Wees Colby Manager 


Levi De Wees has been named man- 
ager of the new Wheat Belt district 
agency of Union National Life at Colby, 
Kan. He started with the Wichita office 
in 1946 and qualified for the Quarter 
Million Dollar Round Table his first 
year. J. W. Buck is an assistant. 





Nagy Named at Cleveland 


Prudential has appointed William 
Nagy manager for district 1, Cleveland. 
He was formerly staff manager at dis- 
trict 4. Mr. Nagy joined the company 
there in 1942, 


Quinlivan Is Advanced 


Prudential has appointed James G. 
Quinlivan associate manager of the Wil- 
kins agency at Hartford. He was for- 
merly assistant manager. Mr. Quinlivan 
entered the business there in 1946, and 
became agency assistant in 1948, 








Appoint Beaudry, Telfer 


Occidental of California has appoint- 
ed Gerard Beaudry group manager at 
Jacksonville, Fla., and Frank E. Telfer 
assistant regional group supervisor at 
Montreal. Mr. Beaudry was formerly 
regional group supervisor at Montreal. 


1947. Mr. Telfer joined the company 
last year. 





Life of Virginia Names 
Nevius, Hesslein Managers 


Life of Virginia has named Edwin 
M. Nevius manager at Columbia, S. ¢. 
and Frank B. Hesslein manager fo 
the new agency at Coral Gables, Fla, 

Mr. Nevius succeeds James F. Floy¢ 
who becomes assistant manager of the 
Martin agency at Atlanta. Mr. Nevins 
was formerly with Prudential at Ney. 
ark. He entered the business with tha 
company in 1936. Since 1949, Mr. Hes;. 
lein has been with Pilot Life at Greens. 
boro, N. C. 





Prudential Names Benham 


Prudential has appointed H. E. Ben. 
ham assistant manager for the White 
agency, Los Angeles. Mr. Benham join. 
ed the company at San Diego in 1959, 
and became staff manager last year. He 
is a graduate of the U. S. naval academy, 


Shaff Heads New Agency 


The Shaff agency has been appointed 
general agent in Westchester county, 
N. Y., for United States Life. E 
Shaff is president of the new agency, 
which has offices at Mt. Vernon. He 
has been in the business for 23 years 








Liberty National Life has appointed 
R. W. Trawick manager for the new 
district office at 301 West Garden 
street, Pensacola, Fla. 





Prudential has appointed Donald H, 
Owens district manager at Pomona, 
Cal. 





Lets Get 
TOUGH 


ABOUT PENSIONS 





Get this new 16 page booklet 
It explains pensions strictly from 
the standpoint of the employer's 
interest. It provides a _ factiul 
analysis showing that pensions 
are a good investment for em- 
ployers — even if they have no 
soft-hearted regard toward their 
employees. 


Send $1 for 3 copies of “Let's 
Get Tough About Pensions”. Clip 
this ad with your check and bus 
ness card and mail to: 


CHARLES D. SPENCER & 
ASSOCIATES, INC, 
166 W. Jackson Blvd.—Room 1502 
Chicago 4, Ill. 


Mort E | 


POT 


PRT 








Septemb 


=—— 


1952 


Minne 
regional 
of a tw 
Mackina 
America 
including 
Presiden 
general 
gatherin; 
Cal., anc 

Minne 
at an ac 
close 19 
force, W 
about th 
for the. 
$100 mi 
group, a 
$170 mil 

Groun 
home of 
Paul ne: 
quire ne: 
fice will 
company 
bration | 
Has “F: 

Minne 
“family” 
home oO 
down is 
all of th 
and the 
homes, | 
and und 
jectives. 
old” to : 
In fact, 
what mz 
and com 

Impor 
the crui 
tensive | 
premium 
scale pr 
in divid 
the amc 
annual | 
all term 
tracts — 
term co! 
liberalize 


ceding y 
Two Bu: 


There 
sions ab 
voted en 
Director 
emphasiz 
methods. 
Duluth, § 
fast to il 
William 
Wilkinso 
a sketch 
influence 

Agency 
mings co 
a series c 
which nu 
given. 

Variou: 
staff exp 
samples « 
including 
sample p 

The he 
posed of 
Vice-pres 
Walter J 
Chapin, | 
ler; Senic 
ers; Dir 
Harmer; 
vertising 
Secretary 
tendents | 
and Frec 
Otto J. 









Pr 19, 1959 
—=—_—: 
~ company 


Ss 
agers 


ed Edwin 
bia, S.C. 
Mager for 
es, Fla, 

F. Floyd 
Zer of the 
PT. Nevius 
l at Ney- 
with that 
Mr. Hess. 
at Greens. 


nham 

. E. Ben. 
he White 
ham join. 
O In 1950, 
- year, He 
_ academy, 


2ncy 


appointed 


r_ county, | 
Mort £ | 


V agency, 
‘non. He 
23° years, 


appointed 
the new 
Garden 


Onald H. 
Pomona, 





oklet, 
r from 
oyer's 
tactful 
asions 
r em: 
ve no 

their 


“Let's 
Clip 











busi 


& 
1502 





XUM 


LIFE INSURANCE EDITION 


17 














September 19, 1952 








LIFE SALES MEETINGS 





Minn. Mutual Has Shipboard Regional: 
1952 Production Presages Record Year 


Minnesota Mutual held its third 1952 
regional meeting this week in the form 
of a two-day cruise from Chicago to 
Mackinac and return on the S.S. North 
American. There were 225 in the group, 
including 15 from the home office. 
President Harold J. Cummings was in 
general charge, as he was at similar 
gatherings last week at Lake Tahoe, 
Cal, and Camp Waldemar, Tex. 

Minnesota Mutual is moving forward 
at an accelerated pace this year. It will 
close 1952 with about $925 million in 
force, will reach the $1 billion mark 
about the middle of 1953, and this year 
for the first time will write more than 
$100 million of ordinary, exclusive of 
roup, and a total of between $160 and 
$170 million. 

Ground will be broken for the new 
home office building in downtown St. 
Paul next spring. Construction will re- 
quire nearly two years, but the new edi- 
fice will be occupied at the time of the 
company’s big 75th anniversary cele- 
bration in 1955. 

Has “Family” Atmosphere 


Minnesota Mutual is uniquely a 
“family” company in the sense that the 
home office staff from the president 
down is on a close personal basis with 
all of the general agents and field men 
and their families. They visit, their 
homes, know their wives and children, 
and understand their problems and ob- 
jectives. President Cummings is “Har- 
old” to all Minnesota Mutual producers. 
In fact, it is he who brought about 
what may best be described as a family 
and company working relationship. 

Important announcements made on 
the cruise convention included an ex- 
tensive kit of new sales material; new 
premium rates and a revised dividend 
scale providing about a 10% increase 
in dividends; a substantial increase in 
the amounts written on all standard 
annual premium policies; new rates on 
all term policies; two new term con- 
tracts — a term to 65, and a five-year 
term convertible to retirement income; 
liberalized provisions for converting 
term, and $10 per $1,000 disability on 
new term contracts. , r 

In addition, agents who die while in 
the company’s service will be provided 
with group insurance of five times the 
total renewal commissions of the pre- 
ceding year. 


Two Business Sessions 


There were two half-day business ses- 
sions aboard ship. The first was de- 
voted entirely to prospecting. Agency 
Director Alan D. Harmer presided. He 
emphasized the 14 basic prospecting 
methods. Mr. and Mrs. Merrill Jacobs, 
Duluth, gave a skit of a couple at break- 
fast to illustrate newspaper prospecting. 
William and Jane Mitchell and K. L. 
Wilkinson, South Bend, performed in 
a sketch which showed how a center of 
influence may be developed. 

Agency Superintendent Carl H. Cum- 
mings concluded the initial session with 
a series of microphone interviews during 
which numerous prospecting ideas were 
given. 

Various members of the home office 
staff explained, outlined and provided 
samples of the company’s new material, 
including rate and dividend booklets, 
sample policies, etc. 

The home office contingent was com- 
posed of President Harold J. Cummings, 
Vice-presidents Carl R. Anderson and 

alter J. Rupert, Actuary Walter L. 
Chapin, Jr., Comptroller Jj. J. Schoel- 
ler; Senior Underwriter Frank L. Som- 
ers; Director of Agencies Alan D. 
Harmer; Director of Publicity and Ad- 
vertising Arthur W. Theiss; Agency 
Secretary Ernest H. Browne; Superin- 
tendents of Agencies Carl H. Cummings 
and Fred Termott; Purchasing Agent 
Otto J. Thomssen; Assistant Superin- 


tendent Group Sales John J. McCon- 
nelboug; Agency Assistant S. Nord- 
strom and Group Representative Clem 
Oliver. 


West Coast Life 
Has Annual Rally 


“Improving Personal Effectiveness” 
was the theme of the West Coast Life 
annual convention at Coronado Beach, 
Cal., which featured workshops and 
panel discussions in addition to the ad- 
dresses. 

The convention was opened by Presi- 
dent Harry J. Stewart. The 1952 Lead- 
ers Club members were presented by the 
divisional superintendents; William L. 
Hardy, north central; Steven S. Battle- 
son, south central; Robert E. Cecil, 
southwest, and Cecil R. Fuller, acting 
superintendent, northwest. Robert Woo, 
club president, presided at various ses- 
sions. Other club vice-presidents who 
acted as panel moderators and pre- 


sided at workshops were Charles C. 
Morrell, Eureka, Calif.; John A, Regi- 
nato, Oakland, Cal.; James W. Lee, 
Portland, Ore., and Eugene Burgoyne, 
Shelton, Wash. 

New sales aids were unveiled by a 
panel headed by Francis V. Keesling, 
Jr., 1st vice-president and general coun- 
sel, and consisting of Dr. Ivan C. Heron, 
vice-president and medical director; Dr. 
\. C. Olshen, vice-president and actu- 
ary; Walter Hebel, agency secretary, 
and Owen F. McCusker, director of 
sales promotion and training. 

The second day there was an address 
by John M. Russon of the Yates agency 
of Massachusetts Mutual Life, Los An- 
geles, on “It’s You That You Offer for 
Sale.’ Chairman Francis V. Keesling, 
Sr., served as toastmaster at the ban- 
quet and Ralph Kastner, associate gen- 
eral counsel of American Life Conven- 
tion, spoke on “Success — What Is It?” 

Mr. Stewart was presented a lei of 
baseball greeting cards, representing 
over $6 million of new business written 
during his absence in Europe. Presenta- 
tion was made by John Reginato, man- 
ager at Oakland, whose agency was 
tops in production during this period. 





Open Manhattan Club Meet 


The Manhattan Club of Manhattan 
Life will open its agency conference 
next week at Chicago. “Sales Tech- 


niques” will be the theme of the four- 
day meet. 

On hand will be the first Alaskan 
member, Alvin 'R. Gerik of Anchorage. 

President Thomas E. Lovejoy, Jr., 
and James P. Fordyce, chairman, will 
present production awards. Henry W. 
Persons, manager for Mutual Life at 
Chicago, will be one of two guest speak- 
ers. 


Jefferson Standard Holds 
Sales Training School 


Thirty-three Jefferson Standard agents 
are attending a sales training school 
at the company’s home office at Greens- 
boro, N. C., this week. 

The school will be under the direction 
of Seth C. Macon, assistant superintend- 
ent of agencies. Julius C. Smith, vice- 
president and general counsel, will be 
the luncheon speaker on the opening 
day, and Karl Ljung, vice-president in 
charge of agencies, will extend a mes- 
sage of welcome. President Howard 
Holderness will discuss the company’s 
investment program at one of the 
evening sessions. 

On the closing day, Miss Mary Tay- 
lor, agency relations director, and Alden 
C. Palmer of Insurance R. & R. Indiana- 
polis, will speak. 

Others taking part are R. B. Taylor, 
agency manager; W. L. Seawell, Jr., 











NATIONAL } 





MMMM MMMM UTAUUUUUUACO ATA 


UU 














LIFE AND 








pe Noged fo] 3h aw 








INSURANCE f/f 

















Weave ng// 


































































































Home Office: 





THE HARVEST 


The corn is in the shock, the tobacco is in the 


barn, cotton pickers are in the fields, county 
fairs are in full swing, nights are crisp and days 


are growing short. It’s harvest time. 


This fruition of the labors of all the year re- 
minds us again of Life Insurance and how it 
serves thoughtful people who plow under a 
part of each year’s income as a safeguard 


against the uncertainties of the future. 
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assistant superintendent of agencies; 
Hal R. Marsh, assistant superintendent 
of agencies, and I. K. Johnson and John 
D. Griffiths, agency assistants. 





Continental Assurance 
Clubs Gather at Chicago 


A balanced convention with a variety 
of “pick and choose” fare will feature 
the gathering of the Pyramid Club and 
the President’s Club of Continental 
Assurance at Chicago, Oct. 1-3. 

Following adjournment, members of 
the President’s Club will depart for 
added meetings, Oct. 6-8, at Bermuda. 
The program there will emphasize spe- 


cialized aspects of business insurance 
and estate planning. 


Paul Revere Group Rally 


Fourteen group supervisors of Paul 
Revere Life are attending a _ six-day 
sales conference this week, the first two 
days of which were held at the home 
office and the remainder at the Oyster 
Harbors club on Massachusetts’ Cape 
Cod. 

Allison S. Beebe, vice-president and 
manager of the group department, was 
in general charge of the sessions. Round 
table discussions on group sales meth- 
ods and industry trends constituted the 
program. 


ACCIDENT 





Conn. General Introduces 
New Hospital Contract 


Connecticut General Life is issuing 
a new family hospital expense contract 
which follows the introduction of a 
family major medical expense contract 
to provide against large accident and 
illness expenses. The major medical 
contract pays 75% of total expenses, 
above a $300 or $500 deductible amount 
selected, up to a maximum of $5,000. 

The policy complements the major 


medical contract by providing protec- 





tion against the basic hospital expenses 





which would normally fall within the 











Fifty-Ninth Year of 


Dependable Service 


* The State Life Insurance Com- 
pany has paid $181,000,000 to 
Policyowners and Beneficiaries 
since organization September 5, 
1894... The Company also holds 
over $79,000,000 in Assets for 
their benefit . . . Policies in force 
number 102,500 and Insurance in 
force is over $217,000,000 .. . The 
State Life offers splendid agency 
opportunities — with liberal con- 
tract, and up-to-date training and 


service facilities — for those qual- 
ified. 
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INSURANCE COMPANY 


Indianapolis, Indiana 
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A REAL OPPORTUNITY 


An Assistant General Agent for a large, well- 
established, 40-year-old Ohio city agency. Early 
promotion assured. Write, giving qualifications 


Box M-78 
The National Underwriter 
175 W. Jackson Blvd. Chicago 4, Ill. 


amount deductible under the major 
medical contract. 





Plan Los Angeles Congress 


A. & H. Managers Club of Los An- 
geles has voted to hold a sales congress, 
tentatively set for Nov. 19. General 
chairmen will be A. D. Foster, Massa- 
chusetts Bonding, and Joseph Silver- 
stein of Norins & Silverstein, president 
Los Angeles A. & H. Underwriters. 

It was announced that the meeting of 
California Assn. of A. & H. Managers 
Clubs will be held at San Francisco 
Oct. 31. 


Slate Faulkner at Chicago 


E. J. Faulkner, president of Woodmen 
Accident, will address the Oct. 8 meet- 





ing of Chicago Claim Assn. at the 
Palmer House. 
Hear Talk on A. & H. Training 


Richard Clem, director of training of 
Metropolitan Life’s A H. depart- 
ment, was speaker at the Sept. 10 meet- 
ing of A. & H. Managers Assn. of San 
Francisco, his subject being “Training 
the New Agent.” 





Tenn. Blue Cross Opens Rolls 


Tennessee Hospital Service Assn., 
which operates the Blue Cross and 
Blue Shield plans, has announced an 
open enrollment period Sept. 15-30, sus- 
pending for that period the requirement 
that all applicants work where not less 
than five are employed, also making the 
self-employed and the unemployed 
eligible. 


AGENCY NEWS 


Persons Agency Leads 
Mutual Life in Volume 


The Chicago H. W. Persons agency 

of Mutual Life at Chicago led the com- 
pany’s agencies in volume of insurance 
sold during August. The H. E. Myer 
agency of New York was first in number 
of policies sold for the month and sec- 
ond in volume. 
The C. E. Brown agency of Grand 
Rapids was second in policies sold. The 
H. S. Hall agency of Pittsburgh, was 
third in both volume and policies sold. 


Hear Gilbert, Beck 


Town & Village Insurance Service, 
Columbus, O., agency for Girard Life, 
held its annual agency convention. 
Speakers were S. J. Gilbert, executive 
vice-president and director of agencies 
of Girard Life, and Robert B. Beck, 
assistant agency director. 














Luncheon Honors Miller 


A luncheon for civic and business 
leaders and other policyholders of 
Northwestern Mutual Life, medical ex- 
aminers, agents and office personnel 
of the Oklahoma agency, was held by 
the company in honor of Arthur W. 
Miller, newly appointed general agent 
at Oklahoma City. ‘Roe Walker, super- 








intendent of agencies, was toastmaster. 


Elgin G. Fassel, actuary, and Harold 
Gardiner, educational director, also 
participated in the program. They took 
part in the sales conference of the 
agency force during the day. 








Cahall Dayton President 


Dayton C.L.U. 
Russell Cahall, manager of Western & 
Southern Life, president to succeed 
Arthur E. Hild, manager of Prudential 
Arthur D. Zolgs is vice-president, and 
Ray Madole, secretary. 








Stanton G. Hale, vice-president and 
manager of agencies of Mutual Life, chats 
at the N.A.L.U. meeting at Atlantic City 
with Nathan H. Weiss, who has been an 
agent of Mutual for 37 years at Chicago, 


LET’S FACE IT! 
YOU NEED GREATER 
PREMIUM 
$- —z INCOME 
Fr Zz' TODAY! 










© Pacific National offers top 
commission Investment policies 
that have the sales appeal to 
increase your income. . . . Do 
your policies have sales ap- 
peal? 





Write Ken Cring today about 
the sales opportunities and 
General Agency openings 
available with . . . 


PACIFIC NATIONAL 
LIFE ASSURANCE CO. 


Salt Lake City, Utah 








RAY H. PETERSON, President a 








Fine Business Stationery 
is Watermarked 


Fok River 


Say it’ on Fox River cotton-fiber paper, and it 
will always be there! Cotton-fiber assures per- 
manence for policies, special settlements, office 
forms, all vital correspondence. Hardest file- 
handling hardly shows. Stays white for years 
«+ has that currency-feel that makes an impres- 
sion of stability. Ask your printer for bond, 
onion skin, or ledger samples... . or write 
FOX RIVER PAPER CORP., Appleton, Wisconsin. 

Makers of fine papers since 1883. 
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Taggart Winner of Russell Award 


(CONTINUED FROM PAGE 1) 





a em 
wriTER, the slate of officers recom- 
mended by the nominating committee 
was elected by acclamation, while bal- 
loting for trustees to fill the six vacan- 
cies on the board resulted in the elec- 
tion of the following trustees: 

Albert C. Adams, John Hancock, 


| Philadelphia; Claude C. Jones, Connec- 


ticut Mutual, Indianapolis; A. Jack 
Nussbaum, Massachusetts Mutual, Mil- 
waukee; Mitchell M. Rosser, Phoenix 
Mutual, Boston; Henry Stout, John 
Hancock, Dayton, Ohio; Robert L. 
Walker, Peninsular Life, Orlando. 

The election was run off expedi- 
tiously. President Cleeton named L. 
Mortimer Buckley, New England Mu- 
tual, Dallas, as chairman of the elections 


' committee. Then Mr. Cleeton asked that 
| Winslow S. Cobb, Jr., “of North Caro- 


lina” come forward to serve on the elec- 
tions committee, and then added that 
there must be some mistake, because he 
knew Mr. Cobb to be from Boston. 
Then he looked again at his list and 


' said, “Oh, see. ‘N.C.’ stands for 
‘national committeeman’ not ‘North 
Carolina.’ ” 


The laughter died away, then swelled 
even louder as Mr. Cleeton quipped, 
“That shows how dumb you can get 
and still be president.” 

Mr. Cleeton led off by announcing the 
unusually large number of members of 
the national council present. There was 
a.total of 341. 

First order of business was election 
of the nominating committee for next 
The by-laws require 
that two of the members be soliciting 
agents without managerial or supervis- 
ory duties, that two be general agents 
or managers, and that one be elected 
from among former nominating com- 
mittee members. Whether the fifth man 
is a manager or producer alternates 
from year to year. This is an agent 


ear. 
"Dastee the lull while waiting for the 
balloting for nominating committee, J 
Stanley Edwards, Aetna Life, Denver, 
elder statesman of N.A.L.U., got quite 
a laugh by demanding a recount of the 
Puerto ‘Rico delegation. 

Considerable time was saved in the 
electing of officers by there being no 
contest for any of the four officer posts 
being voted on. Consequently no sec- 
onding speeches were necessary. 

On motion of Judd C. Benson, Union 
Central, Cincinnati, motion was passed 
to cast a unanimous ballot for David 
B. Fluegelman, Northwestern Mutual, 
New York City, for president. He has 
been vice-president. Mr. Fluegelman 
was escorted to the rostrum by Imme- 
diate Past President John D. Moyna- 
han, manager Metropolitan Life, Chi- 
cago. 

After the tumultuous applause sub- 
sided, Mr. Fluegelman made a brief 
talk thanking the association for the 
honor bestowed upon him and pledging 
—" efforts in the association’s be- 
alf. 

In the same expeditious manner as 
Mr. Fluegelman’s election, the council 
voted on John D. Marsh, Lincoln Na- 
tional Lite, Washington, D. C., and 
Osborne Bethea, Prudential, New York 
City, was reelected treasurer. Robert 
C. Gilmore, Jr., Mutual Benefit, Bridge- 
port, Conn., was elected secretary. This 
places him in line for election as presi- 
dent of the association in 1954 if 
N,A.L.U. follows its usual practice. 

Mr. Cleeton explained that Treasurer 
Osborne Bethea is the only elected offi- 
cer of N.A.L.U. who is compensated. 
In a mock-serious ceremony, Mr. Clee- 
ton paid off Mr. Bethea with a $1 bill. 
Mr. Bethea said he wanted to keep the 
bill as a souvenir, but he gave another 
dollar to the memorial building fund. 

E. Dale Shepherd, Jr. Connecticut 
Mutual, Houston, drew. considerable 
laughter by rising to announce that he 
would like to pay his income tax on the 
dollar received by Mr. Bethea, and esti- 
Mated it at 90 cents. Mr. Cleeton re- 
sponded that those people from Texas 


always like to do something big and it 
was not surprising to find one of them 
wanting to pay a 90% income tax. 

The eight nominees for the six trus- 
tee positions having previously been 
placed in nomination, the oratory in be- 
half of each candidate was confined to 
seconding speeches. The council had 
voted Tuesday to limit the total time 
for seconding speeches to three minutes 
per candidate. 

Just before the first seconding speech 
the council voted to have each candi- 
date come forward and place himself on 
exhibition during the seconding speech 
in his behalf. For further purposes of 
clarification the names of the candidates 
as they came forward were written on 
the blackboard. 

First seconding speech for Albert C. 
Adams, John Hancock, Philadelphia, 
was made by Harold Smyth, National 
Life of Vermont, Hartford. Next was 
the president of the Philadelphia asso- 
ciation, Hunter Hammel, Phoenix Mu- 
tual. Mr. Hammel was the first victim 
of the three-minute rule and though he 
pleaded for five seconds more he still 
had to stop right where he was. 

Speaking first for Frank H. Devitt, 


Capitol Life, Denver, was Frank P. 
O’Donnell, Union Central, Denver. 
Other seconders for Mr. Devitt were 
Carlton W. Cox, Metropolitan Life, 
Paterson, N. J., and J. Stanley Edwards, 
Aetna Life, past president of N.A.L.U., 
who made the point that there is cur- 
rently no trustee between Chicago and 
the Pacific coast and it would be ap- 
propriate to elect Mr. Devitt as a matter 
of strengthening the association in the 
intervening area. 

Speaking for Claude C. Jones, Con- 
necticut Mutual, Indianapolis, Fred 
White, Massachusetts Mutual, Buffalo, 
led off, followed by Eddie Dyer, South- 
land Life, Fort Worth, president of the 
Texas association, and Oren D. Pritch- 
ard, Union Central, Indianapolis, na- 
tional committeeman from the Indiana 
association. 

Seconders for A. Jack Nussbaum, 
Massachusetts Mutual, Milwaukee, can- 
didate for reelection, were N. H.° See- 
furth, Northwestern Mutual, Chicago, 
and Herbert Holcomb, United Fidelity, 
Dallas. 

Howard C. Reis had as opening sec- 
onder D. L. Byington, New York Life, 
Tacoma, president of the Washington 
state association, who advocated Mr. 
Reis’ election as a representative of the 
Pacific Coast area that comprises a 
large segment of the membership of 
N.A.L.U. He emphasized the fact that 


Mr. ‘Reis is a “street agent.” He gave 
Mr. Reis credit for singlehandedly beat- 
ing the state compulsory disability law 
by forcing it back to the people for 
referendum in which it lost out. Robert 
K. Rolfsness, Pacific Mutual, president 
of the Seattle association, was Mr. Ries’ 
other seconder. 

At this point President Cleeton 
praised the fine cooperation of the sec- 
onders in stopping when time was 
called and asked for a round of ap- 
plause, which was heartily given. 

Speaking for Mitchell M. Rosser, Wil- 
liam M. Robertson, Massachusetts Mu- 
tual, Boston, president of the Boston 
association, stressed Mr. Rosser’s youth 
and vigor and his accomplishments in 
the Boston association. Also seconding 
Mr. Rosser’s nomination was H. Coch- 
ran Fisher, Aetna Life, Washington, 
D. Final seconder was R. Edwin 
Wood, Phoenix Mutual, San Francisco, 
president of the California association. 

Henry S. Stout, general agent of John 
Hancock at Dayton, O., who was run- 
ning for reelection, had Judd C. Benson, 
Union Central, Cincinnati, as first sec- 
onder. Mr. Benson stressed the fact 
that the board needs a balance of talent, 
that not all men are all things to the 
board. He stressed the fact that Mr. 
Stout is a man of “profound good judg- 
ment” and said Mr. Stout is a very 

(CONTINUED ON PAGE 22) 








...FOR YOU! 


nities For You!” 


National Reserve Life ... the company with the prog- 
ress record of “Over 400% increase in premium income 
in the past 9 years”... and “Over 300% increase in 
Insurance in Force in the past 9 years”—is now launch- 
ing a big expansion program which contains “Opportu- 


Our company assures you Strength, Character, Pro- 
gressiveness and Saleable Contracts — plus Proved 
and Efficient Sales Training Methods. 


Get the Facts ... and Go Forward with National 
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Ahead!” Write today. 
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“The Mighty Bambino,” 
idol of millions. A symbol of 
the greatness of baseball. He 
set many records as a pitcher 
and as a hitter . . . It’s a 
sincere tribute to call him a 
CHAMPION. 











The mighty youngster of the insurance field. A symbol of rapid 
growth in the industry. Two records broken in 25 years. An- 
other record coming for this CHAMPION. 

ONE BILLION JUST AHEAD. 
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that company cannot follow a uniform 
pattern, Mr. Joanis remarked. 

The International Claim Assn. has 
worked closely with the council in de- 
veloping admission and claim blanks 
used by the council, but the service 
rendered to date is not enough, Mr. 
Joanis stated. Unless the company 
claims departments are willing to use 
the forms developed and to carry out 
and cooperate with the plans worked 
out by the council, they can be of no 
value. It is meaningless to work out 
a hospital admission plan if no company 
participates in it or if the companies 
participate only half-heartedly, he said. 

One of the biggest complaints from 
doctors and hospitals is the lack of a 
uniform blank. Such a blank was de- 
veloped by International Claim Assn. 
and has been put into limited use. The 
council would like to encourage the use 
of the blanks by all companies. It is 
concerned with an all-industry approach 
to solving a major problem. There is 
a great deal of professional jealousy in 
the blank field and a great deal of re- 
sistance on the part of claims people 
to accept something they themselves 
have not drafted. “You can hardly blame 
physicians and surgeons for being un- 
happy when they look at 24 blanks, each 
one of them different and, insofar as 
the doctor or hospital is concerned, they 
are to serve but one purpose and that 
is to give notice to the insurance carrier 
of the procedure performed.” 


Medical Plan Problems 


The most difficult problem tackled by 
the council, Mr. Joanis said, has been 
development of a plan to provide serv- 
ice type coverage for those in a specified 
income group for medical and surgical 
benefits. The problem here is many- 
fold, dealing in the first place, with the 

© most nebulous area in that by tradition 
doctors’ charges are by no means stand- 
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ard. 

The council has attempted to give 
the doctors background on the insur- 
ance portion of the three-party relation- 
ship—patient, doctor, insurance com- 
pany—and, at the same time, has tried 
to understand the doctors’ problem. 
Both of these are large orders and im- 
mediate results cannot be expected. 
Plans have been developed in Wiscon- 
sin, Tennessee, Georgia, Maine, and 
Rhode Island. These plans have been 
successful to the extent that both sides, 
the insurance companies and the doc- 
tors, have been willing to change some 
of their old ideas. The companies to a 
surprising degree have been hesitant 
about working with doctors under a 
plan wherein the doctor has something 
to say about the coverage and the doc- 
tors likewise have been unwilling to 
enter into a working relationship with 
the insurance carrier by merely taking 
their word for the fact that the policies 
will provide the coverages outlined by 
both groups. 

The need for having both groups 
agree as to content of policies has in- 
creased the cost of operation and re- 
sulted in delays which have been al- 
lowed to loom large in the minds of 
some insurance company executives. It 
now appears that the surgical plans 
presently in force will be continued, but 
the council is working on new ideas 
trying to see if there is any better ap- 
proach to the problem of cooperation 
between doctors and insurers. 


Treat Insurance as Gravy 
“Nothing is more disheartening to an 


insured than to have the payment made, 
under his policy amount to only a frac- * 


tion of the doctor’s charge,” Mr. Joanis 
said. “We have tried hard to impress 
the medical profession with the idea 
that although by tradition they charge 
according to the ability to pay, insur- 


ance as such should not be recognized“ 





1+. Open Monday in Baltimore. You 


fee. I have had the occasion in the past 
two years to appear on the public plat. 
form with doctors who have openly 
stated that if they know insurance jg 
in the picture, they increase their fees 
their argument being that handling of 
insurance forms entitles them to at 
least another $25 or $50.” 

The council’s job is to cooperate 
with the doctors, and if they see the 
insurance objective, there is a vast areg 
of cooperation which can be brought 
into play. “We know this from actual 
experience because we _ have often 
started out with a group of hostile dor. 
tors and after we have had sufficient 
discussion, we usually have enthusiastic 
support.” 

It would be well for claims executives 
to have their claims people trained to 
do more than keep the bill down at the 
moment, Mr. Joanis advised. The prob. 
lem of a good claims man is not to 
handle any one particular claim but to 
have them act in the capacity of a sales- 
man of an idea. For example, doctors 
are very confused as to the meaning of 
a. surgical fee schedule in a so-called 
standard policy. A good many doctors 
have the feeling insurance companies 
are trying to set their fees and keep 
them low. This is particularly true 
where a part of a schedule is sold to 
an insured. They feel that without re- 
gard to the number of dollars paid for 
any particular procedure, the company 
is selling the idea that that amount will 
be full payment. Such, of course, is 


not the case with standard plans. The’ 


doctors’ reaction to a low fee schedule 
is natural. They get mad and charge 
even more than their normal fee for 
the purpose of “showing somebody.” 


Must Stress Cooperation 


Both the medical profession and the 
insurers must be determined to be 
understanding and lean over backwards 
to make the relationship work. Neither 
group can survive permanently without 
the aid of the other, Mr. Joanis de- 
clared, adding, “We must do every- 
thing possible to develop a state of 
mind in the industry. If we think in 
terms of cooperation and act in terms 
of cooperation, we can have but one 
result and that is success.” 

Within the last year, the council has 
expanded into the public relations field; 
not thinking in terms of a tremendous 
propaganda drive but rather a gradual 
education program, a program through 
which it would make the insurance 
position known to the medical people 
and in turn to the general public. This 
program has now been given the bless- 
ing of top management in the industry 
and is being carried forward as rapidly 
as possible. 

The council intends to direct its ef- 
forts primarily in the area of making 
known to people in the medical field 
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as ability to pay. Certainly, it should cay reach me at the largest hotel... 
not be treated by the doctors as some- p>. Where I always stay, The 


thing that comes to the insured at no 


cost to him and that, therefore, the doc-Lord Baltimore, of course!” 





tor is entitled to that plus his normal 
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—_——— 
what the insurance companies have 
qvailable. “This should result,” Mr. 
Joanis concluded, “in two general re- 
actions: First, most people in the med- 
ical field do not know what coverages 
can be purchased. If doctors and hos- 
pitals knew what was available, there 
would be less grumbling about why 
isn't this coverage made available. In 
most instances, such coverages are 
available but are just not being pur- 
chased by the general public. This 
would cut down the grumbling about 
private insurance. On_ the other hand, 
we would be able to find out from the 
doctors more of what they think should 
be made available and the doctors 
would be in a position to recommend 
logical salable coverages rather than 
otherwise as is usually the case today.” 





Would Have Council Help 


to Formulate Report 
(CONTINUED FROM PAGE 1) 


V.A.L.U., American Life Convention, 
and Life Insurance Assn. of America 
to meet not only to settle special prob- 
lems such as group insurance and sec- 
tion 213 but to discuss matters of gen- 
eral interest with the idea that if this 
js done many problems may never de- 
velop. Such a committee would have 
no power to bind any association, nor 
make decisions but merely would ex- 
change ideas of interest to the respective 
organizations. 

6. Continue efforts to raise the stand- 
ards of professional conduct and the 
concept of professional employment in 
the field of life insurance selling. “You 
must earn the right to call yourself a 
professional man,” said Mr. a 





WANT ADS 


Rates $13 per inch per Insertion— | Inch minl- 
mum. Limit—40 words per inch. Deadline Tues- 
day morning in Chicago office — 175 W. Jack- 
son Blvd. Individuals placing ads are requested 
to make payment in advance. 
THE NATIONAL UNDERWRITER 
Life Insurance Edition 








DISTRICT AGENT FOR OHIO 


Old Established Mid-Western Insurance Com- 
pany with an enviable reputation for Agency 
and Policyholder service for 50 years has an 
opportunity for a man EXPERIENCED IN SELL- 
ING LIFE, HEALTH AND ACCIDENT AND 
HOSPITALIZATION INSURANCE. Must be an 
aggressive salesman able to manage own busi- 
ness and train others successfully. Top writing 
and renewal commissions plus monthly bonuses 
and sales aids to the right man. Give experi- 
ence, age and number of counties desired in 
request for appointment. 


FIDELITY HEALTH AND ACCIDENT 
MUTUAL INSURANCE COMPANY 
Fidelity Building 
Benton Harbor, Michigan 














We need a man to assume duties as Man- 
ager of Policyowners’ Service and Under- 
writing Department in Home Office. This 
position requires administrative ability as 
well as experience. Salary as well as 
future opportunity is limited only by ability 
of the man. Company located in Central 
State. Inquiries, confidential. Write Box 
N-31, The National Underwriter, 175 W. 
Jackson Blvd., Chicago 4, Illinois. 








LIFE INSURANCE SUPERVISOR 


Must have 10 years of home office life insur- 
ance underwriting, accounting, and office pro- 
cedure experience. Some actuarial knowledge 
helpful. Position with midwestern company. 
Salary to $4,800. Replies confidential. Address 
N-29, The National Underwriter, 175 W. Jack- 
son Blvd., Chicago 4, Illinois. 











SUPERVISOR WANTED 


Established Life, A & H Agency in Los An eles 
needs Supervisor. Preference Nacen to vee 
San, desiring training for own Seneral Agency. 
None salary $6,000.00 plus bonus. Address 
-30, The National Underwriter, 175 W. Jackson 
vd., Chicago 4, Illinois. 
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man, “You can’t be a professional man 
Merely by stating that you are one.” 

7. Continue to seek greater public 
acceptance of the profession of life in- 
surance by other professional groups 
and to seek closer ties with other kin- 
dred professional groups in the public 
interest. 

8. Continue efforts to make Life As- 
sociation News “a more readable and in- 
teresting magazine both from the view- 
point of format and the type of articles 
that appear in it.” 

9. Work more closely with local and 
state executive secretaries. The first step 
in this has already been taken, a two- 
day conference of the executive secre- 
taries with the N.A.L.U. headquarters 
staff in New York City. 

10. A fast start on the work of com- 
mittees, facilitated by the immediate ap- 
pointment of practically all committee 
personnel before the conclusion of the 
annual meeting. 





Continental American 
Increases Commissions 


Increases of 2% to 5% on first-year 
commissions were announced by Max 


S. Bell, vice-president of Continental 
American Life, at the President Club 
meeting at Bolton Landing, N. Y. A 


lower rate will prevail for policies less 
than $2,000. 

Austin B. Hertzler, Jr., Harrisburg, 
discussed “Personal Organization in 
Selling,” and Charles I. Jamieson, man- 
ager at Norristown, Pa., covered “Suc- 
cessful Agency Procedures.” Patrick H. 
Yeoman, superintendent of agencies, 
introduced the speakers. 


Life Men Direct Chest Drive 


Vincent B. Coffin, senior vice-presi- 
dent of Connecticut Mutual, is gen- 
eral chairman of the Greater Hartford 
Community Chest 1952 campaign. Mor- 
gan B. Brainard, president Aetna Life, 
is corporate gifts commander and Dr. 
S. Rains Wallace, Jr., L.1.A.M.A. di- 
rector of research, is corporate gifts 
chairman. In charge of sales training 
is Kenneth L. Anderson, L.I.A.M.A. 
senior consultant, assisted by S. Rush 
Coffin of Shepard & Co. 

Vincent F. Wilcox, Jr., of R. C. Knox 
& Co., is chest president. 


Acacia Mutual Plans Addition 

Acacia Mutual Life is planning to 
erect a 6-story and basement addition to 
its home office building. The addition 
will be modern in every respect and will 
add approximately 108,000 square feet 
of floor area. 
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Key-Man Cover 
Even More Vital 
If Recession Hits 


While key-man insurance is finding 
ready acceptance, the suggestion has 
been made that if the country or even 
a particular line of business is likely to 
experience a recession it is more than 
ever important for concerns apt to be 
affected to have adequate key-man cov- 
erage. The point is that while the key 
man may be valuable during the present 
prosperity wave, he will be even more 
essential to the company’s welfare when 
things begin to go badly. 

Many corporations today are actually 
nowhere near as prosperous, in a cold 
cash sense, as their figures would indi- 
cate, because so much of their profits 
are tied up in inventory. If the market 
value of this inventory should drop 
sharply, the company might have to call 
on its key men to exercise considerable 
ingenuity and resourcefulness to keep 
the concern in a favorable position. 
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“We stopped for |[ want of steam...” 


“We stopped for want of steam...” wrote a New Englander 
in 1833, describing a Southern trip on the old Charleston to 
Hamburg rail line. At that time it was the longest line in 
the world, all of 136 miles, running from Charleston, South 
Carolina, to a little town just across the Savannah River from 
Augusta, Georgia. 

From that early mode of travel, there has developed the 
widespread transportation system which today is the pride of 
the South. Railroads, barge lines, trucking firms, airlines and 
steamship companies all play an important part in the South- 
east’s rapidly expanding industrial development. 

From its beginning, Liberty Life has been serving the 
Southeast in all matters pertaining to life insurance. Offering 
a means of protection and savings for all, Liberty Life’s quali- 
fied representatives are trained to assist each individual in 
selecting a life insurance policy suited to his own need. 


LIBERTY LIFE 


INSURANCE COMPANY 


Home Office 
GREENVILLE, SOUTH CAROLINA 


Over $500,000,000 Insurance in Force 





FouNDED 1905 





















nsurance companies 
are like autos |... 
ttow come 2 






From an agent's point of view, any insurance company (like any auto) 
will take him some place. The right choice depends upon individual 


some companies take you where you want to go faster 
some have desirable features 


taste ..... 


jemeaed some are larger than others 
not found in others. 
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If you want Speed WNL is one of the fastest-growing companies 
in the middle-west! If you want Stability, excellent Service, extraor- 
dinary Features, complete sales Tools, ask the man who has them — 
ask your nearest WNL agent! Or write to our Director of Agencies, 
Wm. J. W. Merritt, C.L.U. 


WISCONSIN NATIONAL LIFE INSURANCE COMPANY 


Home Office: Oshkosh, Wisconsin 


GENERAL AGENCY OPENINGS IN WISCONSIN,..MICHIG. 
INDIANA, MINNESOTA. - == 
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1952 NATIONAL QUALITY AWARD 


W. L. MOSGROVE 
GORDON G. NORVELL 
JAY OVERHOLSER 
EARL E. PARMINTER 
JAMES H. RICE 

FRANK E. ROEHL 
JOHN F. SMITH 
RUSSELL E. SNYGG 
JOHN S. SPENCER 
CHARLES M. STEWART 
GLEN M. STEWART 
RAYMOND L. STOVER 
FORTUNE SULLO 

W. WELDAY THOMPSON 


F. GORDON BROWN 
J. H. BROWN 

R. R. BURTNER 

DALE CHRISTENSEN 
EDWARD W. CIMOCK 
LAWRENCE W. EARLE 
LARRY F. ELDER 

D. PAUL FANSLER 
OWEN L.. FOLLOWELL 
EARL F. GOODRICH 
MARC F. GOODRICH 
CLIFFORD KNOWLER 
HOWARD KOEPKE 
HENRY W. KRUMWIEDE 


CARL LUTZ ARTHUR M. VICTOR 
A. L. McILHERAN GLEN F. WAUGH 
DALE MOORE A. A. WISTERT 
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Pertinent Statistics 
Insurance In Force ............... Over $607,000,000 


Ts i ee Over $144,000,000 
Benefits Paid Since Organization. .Over $ 63,000,000 
Certificate holders ............... Over 423,000 


AID ASSOCIATION FOR LUTHERANS 


Legal Reserve Fraternal Life Insurance 
HOME OFFICE: APPLETON, WISCONSIN 





FRATERNALS 


Modern Woodmen Names 
Platt Agency Superintendent 


Modern Woodmen has advanced R. 
H. Platt, field su- 
pervisor, to super- 
intendent of agents. 
Mr. Platt joined 
the society in 1928, 
and for 15 years, 
served as editor of 
the Axe, agent 
publication. He be- 
came assistant su- 
perintendent of 
agents in 1945, and 
field supervisor last 
year. He is a fel- 
low of Life Office 
Management 
Assn. and an 








R. H. Platt 
BSC. 





Woodmen of the World Fetes 
Sturdevant, Nine Other Vets 


James D. Sturdevant, law librarian of 
Woodmen of the World, was honored 
at a luncheon marking his 50th year 
with the society. 

At the same time, nine other society 
members joined the Quarter Century 
Club, bringing total membership to 
80. 


The 25-year veterans are Howard M. 
Lundgren, vice-president; John N. 
Cochran, treasurer; Emily Serpan, man- 
ager of the applications department; 
Lloyd Hendrickson, investments, and 
Francis Sanders, certificates. 

Janice Kirkpatrick, actuarial depart- 
ment, Ethel Wallin, secretary; Sigurd 
C. Sorenson, comptroller, and Esther 
Peterson, loans, are the other members. 


Fidelity Life Association 
Concludes Builders Meet 


Fidelity Life Association producers 
from Kansas, Iowa, Wisconsin, and 
Illinois have concluded a Career Build- 
ers Conference at Fulton, Ill. F. W. 
Zimmerman, director of sales training, 
moderated discussions on “Selling the 
Young Man,” “Readjustment Plans,” 
and “Social Security.” 

Arthur W. Gerber, field supervisor 
for Minnesota, discussed ‘Selling with 
Social Security,” and Harold Allen, di- 
rector of sales promotion, introduced 
a number of visual proposal plans. 
T. O. Hertzberg, sales manager, was 
chairman. 

August sales totaled $613,662, a gain 
of 16% over August of last year, and a 
monthly high for this year. 


Kielich Heads Polish Assn. 


John L. Kielich was reelected presi- 
dent at the national convention of 
Polish Assn. of America at Milwaukee. 
Others elected were: Agnes Koscielniak, 
vice-president, and J. P. Michalski, sec- 
retary-treasurer. About 100 delegates 
attended the three-day session. 


MRS. E. R. DEMING, wife of E.R. 
Deming, president of Unity L. & A., 
died. She had not been ill previously. 
Mr. Deming is vice-president of Na- 
tional Fraternal Congress. 





year. W. Thomas Craig, Aetna Life, 
Los Angeles, formerly of Cincinnatj 
stressed Mr. Stout’s experience in aj] 
phases of association activity and his 
long background in life insurance. 

Seconding the candidacy of ‘Robert 
L. Walker, Peninsular Life, Orlando, 
for reelection, were Frank G. Mae. 
Namara, Old Line Life, Waukesha, 
Wis., Philip Hoche, Kansas City Life 
Orlando, Herbert H. Hill, Life of Vir. 
ginia, Richmond, and Charles Currie, 
Mutual Life, Atlanta. In number oj 
seconders, Mr. Walker’s set a record 
for the meeting. 

As the final seconder concluded, Mr. 
Cleeton again thanked the seconders for 
their courtesy in observing the cut-of 
signal. 








Fidelity A 
Scores | 
High 
Where If 
Counts 
Most 


Our leading producers have 
again reminded us that Fidel- 
ity Life scores high in: 


V Training Program 

V Field Supervisory Assistance 
V Sales Aids 

V Home Office Cooperation 
V Claim Service 

V Incentive Plans 


FIDELITY LIFE 
ASSOCIATION 
Home Office = Fulton, Illinois 
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THE 
UNITY LIFE & ACCIDENT | 
INSURANCE ASSOCIATION 


Insures 


The Whole Family 


Unity agents are equipped 
to serve every need for per- 
sonal insurance. Juvenile 
policies our specialty. 

i] 


L. J. BAYLEY 


&. 8. DEMING 
President Secretary 


HOME OFFICE — SYRACUSE, N. Y. 








Durham Managers Elect 


P. P. Wilson has been elected presi- 
dent of Life Agency Managers Assn. 
of Durham, N. C. E. J. Daniels is vice- 
president, and Ralph Seigler, secretary. 





Taggart Winner of 


Russell Award 
(CONTINUED FROM PAGE 19) 

sound financial man in his own financial 
affairs and in his agency and would be 
able to give some valuable advice to 
the association in its consideration of 
the important financial matters that are 
ahead of the association in the next 





OPPORTUNITY 
FOR CAREER PEOPLE 


If you are interested in making 
Life Insurance selling your career, 

If you want to become a Life In- 
surance Counsellor instead of a ped- 
dler of $1000 policies, 

If you want to make more money; 
then write to 


J. Allen Porterfield, Field Manager 
EQUITABLE RESERVE ASSOCIATION 
Neenah, Wisconsin 


(Good territory open for men or women in 
Illinois, Michigan, Minnesota and Wisconsin.) 
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Agent, Mutual Fund Should Cooperate 


(CONTINUED FROM PAGE 3) 





Mr. Gay pointed out that a man at 
age 35 would have to earn a net com- 
ound interest return of 3.34% in 1949 
in order to come out even with the 
ordinary life policies of 10 companies. 
“Where can one find any other means 
of duplicating the life insurance con- 
tract that approaches life insurance in 
combining security of principal, availa- 
bility in emergency, and net return on 
investment?” Mr. Gay quoted Mr. 
Linton as asking. 


“Adequate Life Insurance” -. 


Current sales promotion literature 
from one of the funds, and Mr. Gay 
said he believed it to be representative 
of most, puts all the emphasis a life 
agent could ask on the advisability of 
the prospect having “adequate perma- 
nent life insurance” before buying mu- 
tual fund shares. 

“We might have an honest difference 
of opinion on what is meant by ‘ade- 
quate amount of insurance’ in any given 
situation,” said Mr. Gay. “You might 
feel that the insurance salesman would 
be inclined to push that total too high, 
but let me point out that if he should 
the underwriting department of his com- 
pany will put the brakes on and decline 
excessive amounts.” 


Outlines Circumstances 


To give the mutual fund people an 
idea of how much life insurance a pol- 
icvholder needs for family protection, 
Mr. Gay used tables and examples pre- 
pared by Ross E. Moyer, underwriting 
vice-president of John Hancock. The 
specified conditions were that the family 
is a husband and wife of about the 
same age with two minor children, fed- 
eral income taxes at the new 1952 rates 
have been used, various amounts of in- 
come are indicated after taking normal 
deductions such as interest paid, other 
taxes, contributions, etc., but before the 
regular family exemptions; premiums 
for the life insurance have been taken 
on a low-rate participating whole life 
plan and present settlement options are 
used to convert the insurance into a 
life income. 

Under these conditions the insurance 
indicated is sufficient to provide the 
wife with a monthly income equal to 
one-half the wage earner’s net income 
after paying federal income taxes and 
life insurance premiums, and this in- 
come will run for the life of the wife on 
a 20-year certain basis at ages of 30 
or less, 15 years certain for age 35 and 
10 years certain for ages 40 and above. 
The amounts of insurance do not include 
what might be required for cash clean- 
up fund, mortgage redemption, educa- 
tional funds and the like. 


INSURANCE NEEDED 








For a wage earner’s annual income 
of $5,000 before federal taxes, the 
amount of life insurance required would 
be $54,000 at age 25 ranging downward 
to $28,000 at age 55. For earnings of 
$10,000 before taxes the amount of life 
msurance needed would be $101,000 at 
age 25, scaling down to $53,000 at age 
55, Anuual income $15,000, insurance 
required, $144,000 at age 25, ranging 
down to $75,000 at age 55. Income 
$20,000, insurance $184,000 at 25 and 
$96,000 at 55. Income $25,000, insur- 
ance $221,000 at age 25, $115,000 at age 
55. Income $50,000, insurance required 
$355,000 at age 25, $184,000 at age 55. 

As for the situation typified by the 
mutual fund’s advice to a doctor with 
ample protection for his family and a 
self-funded pension on the life income 
or endowment forms of insurance to 
alter his program, changing the endow- 
ment to ordinary life and investing the 
released cash value in mutual funds, 
Mr. Gay said that many details would 
have to be taken into account, such as 
the value of money management in the 
settlement options for a widow, and the 


value of the annuity options for an old 
man in the light of possible senility and 
in the need for freedom from invest- 
ment cares; and the effect of miracle 
drugs on the science of geriatrics. 

“The underwriter begins with the 
principle that some day such a program 
will become the estate, either of a widow 
and her children, or the estate of an old 
man,” said Mr. Gay. “So the specific 
work the estate is expected to per- 
form must be looked at in the light of 
all the circumstances which surround 
an individual. 

“Any mutual fund representative who 
recommends the reconstruction and 
change of such an endowment and an- 
nuity option program assumes an un- 
necessary burden of personal responsi- 
bility unless he insists that the life 
underwriter be called in at that time and 
present that side of the picture before 
any action is taken.” 

Mr. Gay took a dim view of life in- 
surance agents acting as part-time mu- 
tual fund salesmen. 


Against “Sidelines” 


“Tf a life insurance salesman thinks 
or if mutual fund managements can 
convince him that he can make more 
money selling in your field, let him 
make a clean break and sell full time 
for you,’ he declared. “Certainly if a 
life general agent or manager can con- 
vince one of your salesmen that he will 
gain greater financial rewards in life 
selling, the step will be recommended as 
a clean break and full time service in 
the life business. Recruiting from one 
field to another will offer us no con- 
flict, in my opinion, if the changes are 
made with a clean break, with no part- 
time obligations. 

“Incidentally, you should know that 
under most full-time life contracts any 
underwriter who engages in other sales 
activity on a part-time basis violates 
his written contract and stands to suf- 
fer substantial financial forfeitures of 
future commissions.” 


SOURCE OF IRRITATION 








Mr. Gay said he wouldn't be surprised 
if mutual fund representatives have not 
been irritated by agents’ blanket dis- 
approval of all “investment trusts” and 
“investment companies selling install- 
ment investment plans,” quoting in sup- 
port of their attitude statements from 
the securities and exchange commis- 
sion’s findings on installment investment 
plans made public in 1937 and 1938. 

“Many life underwriters, I’m sure, do 
not know the difference between the 
abuses, the criticisms and the type of 
management - philosophy described by 
those findings and the entirely different 
management-philosophy and the results 
that have characterized the growth of 
mutual funds in the past 18 years,” he 
said. “Our economy needs more of 
those who are entitled to take risks to 
do so. Our capitalistic system of profit 
and loss under free enterprise needs 
more than the 6% million equity owners 
in publicly owned corporations revealed 
by the Brookings report. We need more 
than 4.2% of our total population taking 
such risks.” 


Retirement Benefits 


Discussing the “relatively new and 
rapidly growing area where certain em- 
ployers may need our common services 
in providing retirement plan benefits,” 
Mr. Gay said that excellent promotional 
literature has been developed in at least 
one mutual fund organization to interest 
employers in the deferred, qualified 
profit-sharing trust as a vehicle to con- 
sider in implementing plans for a formal 
pension program, with all its advan- 
tages, tax and otherwise, for both em- 
ployers and employes. 

It is a flexible plan, he said, paying 
out profits when earned on a _ non- 
contributory basis, for a plan without 


BUILT UPON A SOLID FOUNDATION 





Our 238 Junior and Senior Dynamo Club Members averaged 
over $350,000 of Ordinary Life business during 1951 


mene Here's The Reason 


A. A WELL-TRAINED SALES ORGANIZATION 

B. ARMED WITH EXCELLENT SALES TOOLS and 
HIGHLY COMPETITIVE SALES MERCHANDISE 

C. A LIBERAL COMPENSATION PLAN . . . INCLUDES 


3. A Non-Contributory Pension Plan 
4. Disability Benefits 


1. Free Hospitalization 
2. Group Insurance up to $6,000 


Four Decades of Progress (1912-1952) 


1. An all time high in new sales, $116,000,000 in 1951 (Includes re-instatements 
and revivals) 

2. Half a billion dollars of insurance in force 

3. Complete mutualization 

4. The completion and occupancy of our new $3,000,000 Home Office building. 


The progress of Pan-American Life Insurance Company is meas- 
ured by the ability and success of its agency organization. 
For Information Address 
CHARLES J. MESMAN 
Superintendent of Agencies 
PAN-AMERICAN 
LIFE INSURANCE CO 
NEW ORLEANS, U.S.A. 








CRAWFORD H. ELLIS 
President 


EDWARD G. SIMMONS 
Executive Vice-President 


KENNETH D. HAMER 
Vice-President & Agency Director 
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ince 1620 when a small band 
of Pilgrims landed on New 
England’s shores, this hardy group of 
pioneers has been recognized as the foun- 
ders of the American way of life. When 
State Mutual was chartered in 1844, an 
organization for the protection of all its 
members, it was only natural that a Pil- 
grim be incorporated into the Company 
seal as a symbol of undaunted courage, 
frugality and complete soundness that 
has since meant financial security and 
peace of mind to countless thousands. 
Now, 108 years later, it is with a 
great deal of pride that I have been 
selected as a spokesman to tell the 
countryside of State Mutual’s policies, 
benefits and plans. From time to time 
you will see me with messages thac I 
Fa will be of interest. 


STATE:-MUTOA LL: LIFE 
ne « ND ies 


OF WORCESTER, MASSACHUSETTS 
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QUALITY 


Recruiting, training, super- 
vision, basis of compensa- 
tion... all are keyed to one 
objective by West Coast 
Life... quality production. 
Only the right kind of Agents 
and Managers, directed 
and inspired by the right 
kind of Company Manage- 


ment can attain this goal. 










WEST COAST LIFE 


INSURANCE COMPANY 


HOME OFFICE ° SAN FRANCISCO 


ACCIDENT HEALTH 














death benefits, to provide pension in- 
come at retirement, without guarantees 
in advance of the amount of the pension 
income, but sharing in market appre- 
ciation and income of the mutual fund 
shares purchased by the trustees. 

“The market for your new vehicle, in 
my opinion, will be the smaller firms, 
say up to 50 or 75 employes, where 
there is no problem of collective bar- 
gaining and below the size where the 
employer would have to consider the 
advantages of a group annuity, deposit 
administration, pension administration 
or a wholly trusteed plan,” said Mr. 
Gay. “To such a market, mutual fund 
representatives can present and make 
repeat sales of your shares with all the 
remuneration going to your representa- 
tives.” 

Mr. Gay said that in the same market 
the life agent will be presenting and 
making repeat sales with his pension 
trust vehicle. 

“His pension trust is a less flexible 
plan, with a definite yearly commit- 
ment as to outlay, on either a con- 
tributory or non-contributory basis, for 
a plan with or without death benefits 
but to provide a guaranteed amount of 
pension income at retirement, funded 
by individual endowment or annuity 
contracts,’ he said. “The life insurance 
salesman will present his vehicle with 
all commissions going to him.” 

Mr. Gay said that in this market some 
employers are going to need and want a 
“combination” or “blended plan’ com- 
posed of the insurance pension trust 
vehicle and the deferred, qualified profit- 
sharing trust as well. 

Can Work Together 

“Here we can work together, the 
pension trust providing the basic vehicle 
and the annuity options for income at 
retirement, the mutual fund shares, 
bought out of profit, accumulating the 
additional money with which to fund 
the pension at age of retirement, rather 
than on a year-to- year basis prior to re- 
tirement,” he said. “The profit sharing 
trust in such a blended plan can be non- 
contributory. the pension trust portion 
of the combination can be either non- 
contributory or contributory, with or 
without death benefits. 

“The mutual fund salesman will re- 
ceive his compensation directly from 
the sale of fund shares. The life insur- 
ance salesman will receive his compen- 
sation directly trom the sales of the 
basic insurance contract. Both must 
have mutual respect and confidence in 
each other. Both must learn how to co- 
operate before they sit in with the em- 
ployer, his tax attorney, and the bank 
officer who will act as trustee, to work 
out the details of the combination or 
blended plan. The future may prove 
this to be a profitable market, common 
to both groups.” 


Crowded Four Days for 
N.F.C. at Annual Meeting 


J CONTINUED FROM PAGE 3) 
Kehillath Israel, Boston. The banquet 


will be held Wednesday evening with. 


Governor Paul A. Dever of Massachu- 
setts and Emery Kovacs as the prin- 
cipal speakers. 

Thursday morning Robert L. Hogg, 
executive vice-president and general 
counsel of American Life Convention, 
will speak on “Our Community of In- 
terest in Washington,” and there will be 
several committee reports: Constitution 
and rules, Richard F. Allen, Standard 
Life; state of orders and statistics, V. I. 
Mandrich, Croatian Fraternal Union; 
Fraternal Week, Fred <A. Johnson, 
Royal League; revision of blanks, Wal- 
ter Rugland, Aid Association for Lu- 
therans; publicity, John B. Donahue, 
Knights of Columbus, and the final 
report of the credentials committee. Of- 
ficers also will be elected at that session, 

Coniunittee reports to be presented 
Thursday atternoon include those on se- 
curity valuations, John C. Faulkner, 
Royal Neighbors; lodge activities, Louis 
Probst, Independent Order of Forest- 
ers; field work, J. A. Porterfield, Equi- 
table Reserve; ethics, Wesley J. Muzik, 


Czechoslovak Society of America, ang 
the final report of resolutions, cop. 
cluding with the business session and 
installation of officers by Alex O. Benz, 
Aid Association for Lutherans. 
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ILLINOIS 


CARL A. TIFFANY & CO, 


CONSULTING ACTUARIES 


211 West Wacker Drive 
CHICAGO 6 
Telephone FRanklin 2-2633 




















Harry S. Tressel & Associates 

Certified Public Accountants 

10 S. La Salle St. Chincgo 3, Illinote 
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Telephone FR Ranklin’ 2-462 e-aee 
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INDIANA & NEBRASKA 


Haight, Davis & Haight, Inc. 


Consulting Actuaries 
ARTHUR M. HAIGHT, President 
Indianapolis — Omaha 




















MISSOURI 
NELSON and WARREN 


Consulting Actuaries 
Pension Consultants 


ST. LOUIS KANSAS CITY 




















NEW YORK 


Consulting Actuaries 
Auditors and Accountants 


Wolfe, Corcoran & Linder 
11¢ John Street, New York, N. Y. 
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FRANK M. SPEAKMAN 
CONSULTING ACTUARY 


ASSOCIATE 
E. P. Higgins 
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VIRGINIA & GEORGIA 








BOWLES, ANDREWS & 
TOWNE 
Consulting Actuaries 
Employee Benefit Plans 
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FIVE GOOD REASONS FOR PLACING 


* *% GROUP INSURANCE 
wits NEW YORK LIFE 


When a company is considering new Group Insurance or the revision 
of an existing employee benefit plan, there are at least five good reasons 
for considering New York Life — in terms of cost, coverages and claims 
service. 
























- COMPLETE GROUP COVERAGES. 


New York Life offers a complete line of group insurance for both 
employees and dependents. 


je 2. FLEXIBLE GROUP CONTRACTS. 


New York Life offers modern group contracts which are flexible 
enough fo be fitted to each employer's individual needs. 


ie 3. TRAINED GROUP FIELD ORGANIZATION. 


A full-time staff of salaried group insurance men have the know- 
how to adapt group contracts to meet specifications. 


jr 4. NATION-WIDE CLAIMS SERVICE. 


New York Life claims offices are maintained in principal cities 
throughout the United States and Canada. 


3 CS. LOW NET Cost. 


Contracts are administered at the lowest possible cost. The initial 
low premium may be further reduced by dividends. 


No matter where a company is located . . . no matter whether it has 
25 employees or 25,000 . . . is located in one city or has branches in 
100 . . . New York Life can work out Group Insurance coverages to the 
satisfaction and benefit of both the employer and the employee. 


NEW YORK LIFE INSURANCE COMPANY 


51 MADISON AVENUE, NEW YORK 10, N. Y. 
A MUTUAL COMPANY FOUNODEODBwAN 21845 





